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The Merchant’s Burden Shoe 


ITH all due appreciation of the commendable 

business foresight of some of the advocates of a 

Liberty Shoe, a few puncturing shots at their plan 
might open their eyes. Here goes: 

The plan of having each store stock twenty-five 
per cent of its goods on fixed price, Liberty Shoes, of 
certain well-defined specifications, in leather and pat- 
tern, stamped on the bottom with some mark of 
Government control, and the balance of the 75 per 
cent of the merchant’s stock on regular and fancy 
goods, can mean but one thing. Overstocked shoe 
stores, poor credits and slow turnover. 

The Liberty Shoes as such will be slapped out of 
the factory at a minimum of expense, effort and style 
because it is not profitable to make and will be ob- 
viously made so that the argument can be put up— 
“Here’s what you get at the Government price and 
here is what you should have in style and workman- 
ship, even though it does cost a bit more.” The 
result will be that the merchant will find 25 per cent 
of his stock will not be moved, except to those con- 
sistent patriots, men, women and children, who will 
continue to buy according to the desires of the Gov- 
ernment. One has but to see the ebb and flow of 
interest in War Savings Stamps to realize that public 
interest will fluctuate in so far as publicity stimula- 
tion ebbs and flows from Washington. 

It is obvious that the worker who has been accus- 
tomed to a penurious existence coming into this 
wonderful era of high wages will seek to gratify pent- 
up desires by buying the prettiest and highest-priced 
shoes obtainable. The well-to-do and professional 
classes who “are actually the people who get the 
most value out of a dollar” spent for footwear, may 


strongly follow recommendations that they wear 
Liberty Shoes, and we would find ourselves in that 
strange, topsy-turvy situation where the classes had 
reversed their purchases. 

We need not reiterate the experience of England, 
where the “controlled” shoe proved a shelf-warmer 
and the fancy shoes went like hot cakes—we need not 
emphasize the point that true conservation in the 
leading retail shoe stores of this country can come 
only by reduction in number of pairs carried and not 
by addition to the number of pairs carried. The 
merchants of this country, under the plan of 25 per 
cent regulated and 75 per cent uncontrolled mer- 
chandise will obviously think that they can buy their 
regular amount of style footwear and them add 25 
per cent Liberty Shoes. 

We can look for a decreased demand in footwear as 
the war goes on. The principles of economy are 
slowly being assimilated by the public. We can see 
this in the budget of practically every family’s ex- 
penses, for food and apparel. The workers indulge 
in extravagances by the purchase of luxuries. Truly 
the luxury stage in footwear is going to be regulated, 
and that is the thought uppermost in the minds of 
the members of the War Industries Board when they 
endeavor to bring about fixed prices on shoes. 

. The War Industries Board has changed its original 
theory—that all regulations should be made at the 
source of supply—and_ now jumps to the other ex- 
tremity by calling for a Nation-wide retail-price fix- 
ing. The keenest minds in the shoe industry have 
gathered in Washington this week to work on that 
subject. More talk has been spilt than at any other 
industrial crisis in the trade. The end of debate and 
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harangue is not in sight. We might well wish that 
the committee had one or two retailers from little 
towns in this country selling $30,000 worth of shoes a 
year, for this is the type of store merchant who ac- 
tually sells the bulk of the shoes produced in this 
country. A clean-cut vision of the problems of the 
merchant of this size would be of much benefit. He 
is the man who would carry the burden—he is the 
man who would have to do the bulk of the explaining 
to the American public—he is the man whose fitting 
and selling experience pays the bills all the way back 
through the manufacturer and tanner to the farmer 
who sold the original hide. 

Let us not be too hasty in jumping at a Liberty 
Shoe on the 25 per cent plan. Let us kill the idea of a 
“controlled” shoe with the wholesale price stamped 
on the sole, and let us go carefully into the problem 
of controlling the price of all the shoes manufactured 
in the United States for sale to the people of the 
United States. 


BUYING FROM A 
SINGLE TRUNK 


HE traveling shoe salesman has his war-time prob- 

lems, and the most cheerful acknowledgment of 
the service he can render you is prompt keeping of 
engagements and speeding him on his way with the 
proper sort of order. It is generally acknowledged 
among salesmen that every dollar’s worth of mer- 
chandise sold by them to the merchant will be in 
turn salable, and profitable when disposed of to 
consumers. 

Now the “Recorder” frankly advises every sales- 
man to go over the samples issued him by the factory 
and to toss out “‘duplicate shoes” before starting out. 
The salesman should not carry more than one trunk, 
and in that trunk one sample black shoe can well 
represent a similar style in the two shades of brown 
or tan, and in white. The one sample can also rep- 
resent calf, kid, patent and fabric. The salesman 
can well illustrate these different materials by sample 
swatches, and so comply with official recommenda- 
tions regarding the reduction of samples, save labor, 
materials and expense in sample-making, excess bag- 
gage charges and baggage space on trains. 

No merchant should expect the old-time diversion 


and delight given by the genial traveler who spreads 


his “shoe vaudeville” for approval. The “vaude- 
ville” has gone out of sample lines, and spreads “as 
usual” are both unpatriotic and uneconomical. 

If you can facilitate the salesman’s trip through his 
territory by meeting him at some strategic trade 
center, do the right thing, and don’t use the argument 
“if he wants my business he has got to come and 
get it.” There is many a salesman covering his 
brother salesman’s territory this season without 
claiming the commissions for himself, because the 
other salesman—a family man—is doing his bit in 
France. There are fraternal examples of this every- 
where, and the modesty of many a salesman preyents 
him telling you. 

Our hats are off to the traveling shoe salesman. 
The excess cost of living hits him twice where it gives 
us but a single twinge. Wartime travel doubles his 
troubles. It is up to you to buy from a single trunk, 
and more particularly to buy from as few samples as 
possible, for you want selling sizes and enough of 
them. 


REGULATION NOW— 
LIBERTY LATER 


ACK of the great struggle in France to maintain 

liberty and democracy is the struggle at home 
to maintain liberty in industry. Government regula- 
tion of the shoe industry is accepted as a measure 
for the winning of the war that is necessary only 
during the period of the war. After that comes 
liberty—liberty to develop style and merchandis- 
ing and manufacturing to the limit of the genius 
that has made the American shoe industry the 
foremost shoe industry of the world. 

Always there is danger, when government regulates 
business, of the chorus of regulation getting on to 
stay. One has only to glance backward to see that 
the magistrates once of Puritan times undertook to 
fix prices and styles of footwear and apparel, and 
wages and conditions of labor. But it took years of 
experience to prove that it couldn’t be done. 

Regulation is a war-time necessity for the curb- 
ing of extravagance—it is good for both industry 
and the public. But after the war individual in- 
genuity will prevail. 
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SIX HOURS 
A DAY 


F the work day is to be six hours long, as some 

labor leaders are now advocating, how. long 
shall be the day of the store? From 9 to 3 or from 10 
to 4? Already the big New York and Philadelphia 
stores have a modified schedule of hours. For years 
one big nationally known store advocated the 
10 to 4.30 schedule of sales hours. 

The-six-hours-a-day (two shifts of workers making 
it 12 hours) scheme apparently originated in England 
where its advocates say its adoption will benefit 
the entire nation by enabling the factories to 
increase their production greatly and produce surplus 
stocks for English merchants to sell abroad and con- 
sequently adding to England’s wealth. Also the two- 
shifts-a-day plan they say would provide for the re- 
employment of men coming back from the war, and 
the continued employment of women who are now in 
the factories taking the place of men gone to war. 

With more money in circulation, and more people 
employed, trade in England will flourish as never 
before. So advocates of the six-hour day say. 
Furthermore, they add, people having more leisure as 
well as more money will develop themselves into 
a finer race. 

A high-sounding program it is—but not win-the- 
war-talk—for more energy must be expended by all if 
victory is to be soon and certain. However it is not 
yet clear if retail shoe stores of the future will adopt 
the six-hour day. ‘They surely are shortening their 
hours of doing business now. The short day and the 
Saturday afternoon holiday are here, and it seems 
nothing radical. Will the six-hour day come along 
in a sort of a casual way, and get no more attention 
than did the recent change to the more daylight 


program? 


A VERMONT 
IDEA 
P in Vermont farmers telephone into stores that 
they need help, and the stores let off clerks any- 
where from an hour to a full day, to work on the 


farms. 
More than one clerk has fitted shoes one day and 


got in the hay field the next. 


MAKING STYLES IN A 
MUNITION CITY 


NEW store is to be opened soon in a munition 
city. People there are making more money 
than ever before. They-are going to buy better shoes 
than ever. But they don’t know style—real, classy 
style—for they never before had the money to afford 
it.. So it is up to the manager of the new store to 


‘show them style. So he is going to put on a style 


show, living models, stage settings, Governmental 
types of styles and such things. He is going to show 
them style over night. The style show certainly looks 
a good and practicable short-cut in the grading up 
styles to match the prosperity of a munition city or any 
other community. 


WORK SHOES 
IN NEW DIGNITY 


ORK will win the war, according to the com- 
mon saying. Good work requires good work 
shoes, according to shoe men. 

Workers toiling with might and main to win the 
war are most certainly buying and wearing better 
work shoes than ever, and more of them, too. 

Hence work shoes are acquiring new dignity in 
the trade. In some stores work shoes are kept on 
the first line of sellers, while the freak and fancy 
stuff is on the reserve shelves. 


HAS THIS HAPPENED 
IN YOUR STORE ? 


“ ALMOST overlooked you this time,” remarked 
the old customer, as he tried on a pair of new 

shoes. 

* “Surely you couldn’t do that,” replied the mer- 

chant. ‘“‘We’ve sold you good shoes for a score of 

years and more. You couldn’t forget us.” 

“But you know that times move mighty fast these 
days of war,” answered the customer, “and memory 
pictures fade away like a movie film. When I needed 
new shoes I almost stepped into the handiest store. 
But, luckily, I saw your ‘ad’ to remind me of your 
good shoes. And that is why I am here.” 

“Yes,” responded the merchant, “‘we advertise al- 
ways, lest we be forgotten.” 











Liberty Shoe Meetings in Washington 
No Definite Decision to Date 


The important committees, representing the manufacturers, 
wholesalers and retail shoe merchants, and including thirty of 
the most prominent men of the trade, spent Tuesday, Wednes- 
day and Thursday in close conference with the War Industries 
Board on the problems of further restrictions—“A Liberty 
Shoe” and “Price Fixing.” 

Bernard M. Baruch addressed the meeting further on the sub- 
ject of “Liberty Shoes,” emphasizing in particular price setting 
on all shoes manufactured, as one of the topics to be thoroughly 
studied. C. F. C. Stout cited the Government situation and the 
necessity of eliminating non-essential items in essential industries. 









A Thorough 
Discussion 
After the Tuesday session the manufacturers left the War 
Industries Board Annex Building for a meeting at the Hotel 
Willard to thresh the matter out further from the viewpoint of 
the manufacturer. The retail merchants took a similar action 
and went to the Washington Hotel for a discussion of their prob- 
lems. When the full committee reconvened on Wednesday 
morning, it was hoped that something favorable to the trade 
and acceptable to the Government could be arrived at. 

A number of plans were thoroughly discussed, but Wednes- 
day’s session was given over to debate on the subject, with a 
Wednesday night special committee meeting to go still further 
into the subject. Much more study must be given to the sub- 
ject before the tentative plan can be handed over to the War 
Industries Board for its acceptance. The final plan, therefore, 
will not be issued until after being O.K.’d by the entire War 
Industries Board. It will then stand as the basic method of 
operation for all retail shoe industries, established on the shoe 





industry fundamental. 








British Embargoes Lifted 
Release Big Supply of Ordered Shoes 


Washington, D. C.—Information was made public yesterday 
that the British Government has lifted the restrictions on im- 
ports of boots and shoes for the British markets made under con- 
tract with American manufacturers, but of which delivery could 
not be made before the effective date of the Import Restrictions. 

When the British Government announced the effective date 
of the Import Restrictions, which closed the British markets to 
these contract boots and shoes, American manufacturers affected 
appealed to Bernard M. Baruch, chairman of the War Industries 
Board, who took the matter up with the proper representative 
authorities of the British Government. 

The manufacturers urged that the lifting of the Import Re- 
strictions would release a large stock of boots and shoes manu- 
factured for the British market, for which there was no home 
market and would free a considerable amount of capital tied up 
in such stock which was needed in the business. 

Mr. Baruch has received a letter from Sir Richard Crawford, 
commercial adviser to the British Embassy, to the effect-that the 
concession has been made in favor of the American manufac- 
turers as requested, and the War Trade Board has been advised 
that the Import Restrictions have been waived to permit the im- 
mediate import into the United Kingdom of the stock of boots 
and shoes for the British markets made under contracts entered 
into prior to the issuance of the order of Import Restrictions. 





W. J. Bridgeo of Allen-Foster-Bridgeo, Lynn, Mass., is back 
at his office after an operation for appendicitis. 

H. A. Goller of Allen-Foster-Bridgeo is traveling in the South 
while James T. Crotty is in the Middle States. 








24 BOOT AND SHOE RECORDER 








Aug. 31, 1918 








en. 


“Hail to the Chief”’ 































GEORGE R. HARSH 


Recently Appointed Chief of the Shoes, Leather and 
Rubber Goods Branch of the Quartermaster’s 
Corps, U. S. Army 














Army Weight Cut Soles Needed 


These regulations and restrictions supplant all previous sched- 
ules to shoe manufacturers. 

Shoe manufacturers when cutting sole leather of Army Qual- 
ity, and of a substance that will gauge 8)4 iron or over in the 
center of the side, back or bend, should not cut for use in their 
civilian shoes any outsoles, midd lesoles, insoles, etc., of Army 
Quality and Substance, but should cut it on sole blocking or pat- 
tern dies that will make it usable on Government shoes. 

Army Substance—The construction of the new “Marching” 
shoe and the new “Field” shoe, both metallic fastened, calls for 
the following: Outsoles 9 iron and up, when fitted and on the shoe. 
Middlesoles 61% to 11 iron. The 11 iron middlesoles may be 
skived and to the extent of one iron. Insoles 6 to 8 iron, when 
fitted and on the shoe. The 8 iron insoles may be skived to the 
extent of one iron. 

Army Quality—All the bottom stock specified in Paragraph 
No. 2 to be Best Outsole Quality. Scratches and Grubs, when 
well healed over, are permitted on outsoles, middlesoles and in- 
soles. Slight Brands, when on the part of the outsole covered by 
the heel may be used. 

All shoe manufacturers, when cutting sole leather of Army 
Quality and Substance, should have in view—and this above 
every other consideration—the production of every pair of out- 
soles, middlesoles, and insoles of Army Quality, that is practicable 
in manipulation and mechanically possible. 

The section is endeavoring to meet the views of the shoe 
manufacturer, and it is expected that each ‘shoe manufacturer 
will fully co-operate in the letter and spirit of these recom- 
mendations. 

All soles, not of Army Quality and Substance, that may drop day 
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by day from the sides, backs or bends which may be cut, may be 
used for civilian use without any restrictions. 

Shoe manufacturers are permitted to use all branded or rejected 
soles, or top pieces now cut; also all women’s, misses’, children’s 
and boys’ soles of Army Quality, now cut; also all men’s soles of 
Army Quality, now cut, in patterns unsuitable for Army shoes. 





Protest on Non-Garnishment 
Kansas Merchants Seek Protection of Accounts 


Kansas retail merchants believe that local, state, or the United 
States Supreme court, if necessary, should have final say as to 
whether or not railroad employees, since the Government has 
taken over the operation of the railroads, are subject to garnish- 
ment. 

They maintain that a decision on the question should not be 
made by Director-General McAdoo, or his assistants, but that it 
should be brought up in the civil courts, where the question can 
be settled on its merits. 

The old rule protecting Government employees from garnish- 
ment included not only those directly in Government employ— 
that is to say those on the payroll of the various Government de- 
partments—but also every employee of every contractor doing 
every kind of work for the Government; for instance, a brick 
layer, working for a contractor, erecting a post office building, hid 
behind the old regulations and a merchant to whom he owed 
$5.00 for a pair of shoes could not attach or garnishee his wages 
to collect the account. 


Wide Range 
of Exemption 


In view of the broad construction of this regulation and in view 
also of the extremely wide range, the thousands and thousands of 
both men and women, both in actual military service, war work 
and civilian work under Government supervision—the contention 
of the Kansas merchants seems amply justified. 

The telegraph and telephone companies alone employ approx- 
imately 500,000 people. The management of these companies, 
it is expected, will soon refuse to accept garnishment summons 
in cases directed. against their employees. The same attitude, 
if assumed all along the line, will put the retail merchant in a 
precarious position. The old plan by which the Government 
fired an employee, who did not meet his obligations promptly, 
cannot well apply under the new conditions. 

It is manifestly unfair to workers not in this preferred class, 
to exempt such a large percentage of citizens from the working of 
a law that is supposed to be applied to practically every wage 
earner. 

The retail merchant cannot well discriminate against this vast 
multitude of customers because they are technically employees 
of the Government; and at the same time he has, apparently, no 
legal means of collecting the accounts which they contract. 

The safest solution, and no doubt the one which will be adopted 
by a great many retail merchants, will be the conversion of his 
business to an absolutely cash basis. 

All indications point to the tightening of credits to be extended 
to the retail merchants by manufacturers and wholesalers. If 
this is done, the retail merchant must necessarily tighten credits 
extended to his customers. 





Facilities Board Organized 


To Speed Up Production and Increase Facilities 


Bernard H. Baruch, chairman of the War Industries Board, 
announces the authorization of a new division in the Board— 
the Facilities Division—to which will be assigned a great deal of 
important work in speeding up industrial activity throughout 
the country to meet the demands of the war program and to 
supply the essential needs of the civilian population through the 
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creation of new facilities. Conversion of existing industries into 
war facilities is handled by the Resources and Conversion Sec- 
tion, which is headed by C. A. Otis. 

At the head of the new division is Samuel P. Bush, who has 
been directing ordnance facilities expansion for more than a 
year and has held an important place in the War Industries 
Board since its organization. Associated with Mr. Bush will be 
D. R. McLennon, of Chicago, who has been appointed chief of 
the division’s section on civilian industrial facilities. 

It will be the duty of the Facilities Division to consider and 
determine all questions of need or suggested need of new and ad- 
ditional industrial facilities for the conduct of the war. 





Statistics of Shoes Needed Promptly 
Monthly Records Needed in Washington 


A special questionnaire has been sent out as a confidential war 
measure to manufacturers, wholesalers and retailers on statistics 
of boots, shoes and manufactured leather goods. It is vitally 
important that the items should be tabulated and sent to the 
Director of the Department of Commerce, Bureau of the Census, 
Washington. This questionnaire is issued at the request of the 
War Boards and on special request of the President of the United 
States. 

The data is urgently needed by the Government in connection 
with its war activities and for ascertaining the requirements of 
the various peace.and war industries. You are urged to forward 
this information promptly. 





Leather Requirements for Army Shoes 
Will Need 23,000,000 Feet of Upper Leather 


Washington, D. C.—Both bark tanned and chrome retanned 
leathers are to be used in the new Army shoes, bids for the supply 
of which were opened August 30. Reports in the trade have been 
to the effect that the former would be barred, but these were set 
at rest when letters from the office of Fred A. Vogel, in charge of 
upper leather, in the Hide and Leather Control Branch, told of 
its requirements. There are to be purchased about 4,000,000 
pairs of flesh finished shoes about 1,100,000 pairs of chocolate, 
grain finished, retanned shoes. The former will require 18,000,000 
square feet of flesh finished leather; the latter approximately 
5,000,000 square feet of chocolate, grain finished, retanned 
leather. 

The uppers for both shoes must be cut from twenty-five to 
fifty pound hides—the leather must be of good quality, well made 
and subject to the approval of Mr. Vogel’s section. The leather 
must be well-stuffed and of Army standard type. The leather 
may be slightly snuffed and must contain not less than twenty- 
five per cent of grease, the proportion to be determined by the 
extraction method. No excessive splitting will be permitted and 
the shoulders must be trimmed off in a straight line inside of the 
fore shank. The trim must be of such a character as to remove 
all wrinkles, etc. The sides are to be from 1.7 to 3 millimeters in 
thickness. 





Regulations Affecting Export Trade 


By a decree of the Italian Government, dated May 26, 1918, 
importation of all goods into Italy from abroad is subject to 
license by the Italian Treasury, except in the case of commodi- 
ties for Government use, regarding which international agree- 
ments now in force still hold good. Requests for licenses must be 
presented to the technical executive council of the “interminis- 
terial provisions committee” in Rome. No purchases of products 
for importation on present or future consignment may be made 
without such a license, except where shipment was made prior 
to May 28, 1918; and penalties are provided for infractions of 
this rule. 
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Successful Sales Plans of Live Shoe Sellers 


Getting the Maximum of Business with the Least Amount of 
Time, Labor or Expense 


a low mark and costs of doing business are at the top 

mark every effort is being made by the live ones to pro- 
duce the maximum of business with the least amount of time, 
labor or expense. 

If a retailer can sell a man from the windows there is a saving 
of time after he enters the store. That not only speeds up sales, 
but it brings into the store a man who might have gone on to the 
next store had he not been sold by the window. 

For that reason every window display should be made a selling 
window rather than a mere display of merchandise. The thing 
to do is to pick out the selling points and use them as has never 
been done before. 


‘*4 PAIR OF RUBBERS 
WITH EACH PAIR OF SHOES” 


That’s the Motto of W. D. Ralph, 
Lone Star, Missouri 

He knows that it is easier to sell if an appeal is made through 
the eye to the patron’s desire for economy. Frequently there is 
a complaint on the part of the customer about the high prices and 
short life of shoes. Mr. Ralph anticipates this by showing the 
customer how the shoes can be made to wear much longer. There 
is more influence on the buyer through an object lesson in the way 
of a demonstrating display than through a mere show card of 
warning—the eye is the quickest route to the brain. 

For that reason the “Which is Cheaper?” display of the two 
pairs of shoes as illustrated in the photograph reproduced had 
its effect. It not only taught the economy of proper care of 
shoes but sold rubbers with the shoes, cutting down unfair shoe 


N | OW that retailers are at the point where man-power is at 

















The H. C. of L. Solved by Window Argument 


complaints. This is a display that any shoe seller can easily 
arrange. Place in the display a pair each of badly worn and 
comparatively new shoes. Then letter up the sign as Mr. Ralph 
did. 
Wintry Display for 
Early Rubber Sales 

About the time the snow is expected the larger rubber footwear 
window is a good one to place. 


Mr. Ralph usually selects a pair of each of his rubber footwear 
items and arranges it as is shown in the illustration and prepares 
an imitation of snow by the clever use of cotton sprinkled with 
gypsum flakes. These glisten as snow. To further the wintry 




















Specia!ty Shoe Copy in This Window Card 


effect the upper edge of the window glass is painted to represent 
icicles with a mixture of whiting containing the gypsum flakes. 
Any druggist can prepare this for a shoe man. 


Taking a Cue 
from the Doctor 

The cards in this display are unusually interesting. The one 
in the upper right hand corner is lettered to represent a physician’s 
bill. It reads as follows: 











x » 4 
1 
Mr. Will B. Careless 11-1-17 
in acc’t. with 
THE DOCTOR 
Accounts must be paid promptly 
Oct2 Call $2.00 
oak - 2.00 
“ 2 Presc. .50 
$4. 50 
A PAIR OF DOLLAR RUBBERS 
WOULD HAVE SAVED HIM $3.50 











This is a good placard for a retailer to use with or without the en- 
tire display. The line, “A pair of rubbers would have saved him 
$3.50” should be lettered in red or orange ink. 











me 
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The drafting of a great many of the younger men of each com- 
munity has switched the older men into the buying line a little 
more prominently. It is needless to state that it will be profitable 
to appeal a little more directly to this class. One way of doing 
this is to bring out the particular merits of shoes that are made 
for this class. In other words, let them know that you are talking 
to them. Heretofore, they have been rather incidental in the 
solicitation because it was the younger men who did the heavier 
buying of shoes and who bought the most readily. 

One man plays up the merits of the individual style by a card on 
each of the styles displayed. The photograph reproduced shows 
how he played up a neat, comfort last for a man beyond middle 
age. On his card he pasted a print showing the type of man to 
which he was appealing. 


Department Assistant 
Buyers’ Sale 

During August the Fifth Street Store of Los Angeles put on 
what they advertised as their “Assistant Buyers’ Sale” and in the 
advertising used a portrait-caricature illustration of each assistant 
buyer. The one of the shoe department man is reproduced. It 














Strong Window Exhibit—A Cold Costs from $1 to $10— 
Buy Rubbers 


suggests a good idea for an advertising cut for a shoe man to use 
in his newspaper or other advertising matter. Too many re- 
tailers fail to “trade mark” their advertising. This can be done 
by adopting one style of signature, either type or cut, to run at 
the bottoms of their advertisements, and sticking to that signa- 
ture. A hand-drawn design would cost but about $6 or $7.50 
and is worth the price. It can be used on newspaper advertise- 
ments, circulars, letterheads, envelopes, billheads, aswell as carton 
labels. It will soon earn its cost. 


Attracting Attention 
to Army Shoes 
When A. Snoen of Yanktown, South Dakota put on his display 

of Army shoes for civilian wear he used a freak eyecatcher for his 
window. With stove polish he painted a baseball which he had 
cut into halves. This painting made it appear as a cannon ball 
of the old fashioned kind. One half was glued to the inside of the 
window and right next to it on the outside was glued the other 
half. A series of zigzagging streaks were painted in white from 
the ball toward the border of the window. These grew thinner as 
they went from the ball. At a distance the appearance was that 
of a cracked window in which was caught a cannon ball. Ina 
corner of the window was lettered the wording: 

ATTENTION HOME GUARDERS! 

Here are the kind of shoes 

that give ease and service 

to the boys in active service. 

Get yourself a pair. 


This can be used in various ways during the war. 
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HAIG’S NEW BOOTS 
on the 
FIELD OF VICTORY ; 


A Boot of Unusual Work- 
manship Termed the Haig 
Boot—Overlapped Vamp } 
and Quarter, Three Straps rv 
Leg Tops 




















Ruling on Remodeling Lasts 


Washington, D. C.—Any shoe manufacturer may have an old’ 
last that he has discarded in his individual factory changed to 
conform to a last of a somewhat different form which is now in 
regular use and was in regular use in his individual factory prior 
to June 29, 1918, provided this changing or remodeling is of such 
a character that no new style is created. A ruling covering the- 
above feature has just been announced by the Hide, Leather and 
Tanning Materials Section of the War Industries Board. 

The ruling states that the remodeled last must conform so» 
nearly to the old style last that the same upper leather patterns, 
the same insole patterns, etc., may be used. 

“In other words,” the official announcement of the section 
reads, ‘‘a manufacturer is simply replenishing a last that is now 
in use and has been in general use in his factory prior to: June 29,, 
1918, by ‘cobbling’ an obsolete last. 

“Any remodeling of an old last into a new style last is not per- 


‘ mitted and no ‘cobbling’ should be done by a shoe manufacturer- 


that does not conform absolutely to the above requirements. 

“Further note that no remodeling or ‘cobbling’ of a boot last: 
into an oxford last, or the remodeling or ‘cobbling’ of an oxfordt 
last into a pump last is permitted, even if the general character 
and style is maintained.” 














Style and Conservation Show 
Symphony Hall, Boston, January 6 


Announcement is made of the completion of plans to hold a 
Boston Style and Conservation Show at Symphony Hall, Janu- 
ary 6-7-8-9. Symphony Hall, centrally located, is the largest 
and finest audience hall in New England. By its selection 
the thousands of people who could not get admission into the 
ballroom of the Copley-Plaza at the last Style Show can find ample 


accommodation. The hall with its balconies will seat 5,000 


people. 
The plan of Director R. J. Walsh, is to have the convention 


floor separated into booths, defined by potted plants, only, so 
that the vista of the hall will be in harmony with the Fashion 
Runway. This runway will extend from the big stage down to 
the centre of the hall in a T-shaped floral promenade. The long 
arm of the T of the runway will be 70 feet long, with the cross arm 
40 feet. The huge stage will be given a floral forest scene setting. 
The floor area of the convention hall comprises 9,375 square feet. 

Reservations to date covered by signed contracts cover sixty 
of the ninety exhibits. The exhibits are limited to this number, 
so that the exposition of New England shoes can be limited to 
representative firms of New England. 

Admittance to the Convention Hall will be by ticket—thereby 
reserving for the retail and wholesale trade admittance as guests 
of the shoe and leather manufacturers of New England. 

An innovation in the musical program is the use of a silver screen 
for the description of the shoes, instead of direct announcements 
by voice from the stage. 

The grand organ in Symphony Hall will be used for recitals 
each afternoon to which the general public is invited through 
tickets obtained from the retail shoe stores of Boston. In the 
afternoon sessions, prominent men in the trade will give addresses 
to the public on various makes of shoes. 

Shoes to be worn by men and women models and shown in 
booths will be according to Government requirements—giving to 
the trade and the public the latest rulings up to the opening of the 


show. 


Death Claims Prominent New England 


Manufacturer 
Willard H. Griffin died at 12.30 A.M., Aug. 28, in Boston, 


Mass., from an operation performed last Thursday for abscess of 





the bowels. 
Mr. Griffin started in the shoe contract business at Groveland, 


N. H., where he was born—subsequently going to Haverhill and 
continuing in the same line of work. He was formerly partner 
in the firm of Chase, Chamberlain & Co., having charge of the 
production end of the business. About 1898, he with Leander A. 
Cogswell founded the present shoe manufacturing business in 
Manchester, N. H. In 1906, the firm of Griffin & Cogswell was 
dissolved and the business was continued by Willard H. Griffin 
until early in the present year when it was formed into a stock 
company, composed of W. H. Griffin, and his two sons—Wayne 
M. and Bond, under the firm name of W. H. Griffin Company. 
The business will be continued by the two sons. Mr. Griffin was 
also interested in the Lacene Mfg. Company of Manchester, N. H., 
makers of the Nichols Evening and Grading Machine, which has 
revolutionized the process of preparing soles for shoes. He 
leaves a wife, two sons and one daughter. 


Geo. P. Capen Promoted to First 
Lieutenant 


Lieutenant Geo. P. Capen, assistant to Fred Vogel, chief of the 
Upper Leather Section, of the Hide, Leather and Tanning 
Materials Section, has been promoted from Second to First 





Lieutenant. 
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Shoe Cartons Regulated 


White Covers May Be Prohibited as Chlorine 
Is Used in Bleaching 


Washington, D. C.—Shoe carton manufacturers had a confer- 
ence last week with officials of the Conservation Division of the 
War Industries Board in connection with suggestions which have 
been made to curtail styles and colors of shoe boxes. 

It is understood that the manufacturers are thoroughly in ac- 
cord with the plans of the Division and they did not come to 
Washington to protest in any sense of the word, but merely to 
inform the officials of the exact status of the industry. 

Replies to questionnaires relative to paper cartons which were 
sent out some time ago by the Conservation Division to carton 
manufacturers, shoe manufacturers, and wholesale and retail 
shoe men are now being tabulated. It is understood when these 
have been properly classified that meetings will be called before 
any action is taken by the Conservation Division. These meetings 
will include all branches of the industry interested in this subject. 


Big Convention at St. Louis 
In January at N. S. R. A. Covention 


The plans for the exhibits at the coming convention of the 
National Shoe Retailers’ Association continue to progress and 
already more than forty exhibit spaces have been reserved. The 
cost of spaces range from $50 to $150, while the exclusive use of 
a room will cost $200. In no case will competing exhibits 
be placed in the same room where exhibit space is divided. The 
mezzanine, first and second floors will be used and space will be 
provided on the third floor if there is an overflow from the floors 


mentioned. 








Russian Situation on American Shoes 


From 50 to 65 carloads of American shoes wrapped in paper, 
rather than cartons, to save packing space went forward between 
February and July this year to Russia by the American Express 
Company, each carload containing 200 cases with 48 pairs of 
heavy shoes. They were shipped from Seattle to Dalny, Man- 
churia, then to Harbin. These shoes, being imported into 
Russia for railroad men, it was easier for them to reach their 
destination than if sent for civilian trade. It is understood that 
two carloads of shoes from a Central Western factory were sent 
a year ago to Dalny or Harbin and are still there, not taken. 





Conference with Washington 
On Cheaper Shoes for Cuba 
On account of the excessive prices now being asked for shoes 
in Cuba, President Menocal will soon send Pedro Osorio, Secre- 
tary of the Cuban Food Administration Board, to Washington, 
to hold consultation with the American authorities on securing 
shoes for resale in that island. 


Officials of Old Russian Government 
and Leather Men Confer 


Officials of the old Russian Government and representatives of 
those firms who sold that Government some $3,000,000 worth 
of leather for footwear, which they have never been able to 
deliver, on account of existing conditions, held recent conferences 


in Washington. 








“Every shot fired from a 12-inch gun uses up a half bale of 
cotton, and a machine gun squanders a full bale of cotton every 
three minutes.” So says a British textile expert. 

No wonder cotton linings cost three to five times more these 


days of war. 
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Accessories in the Shoe Store 
A Lesson Learned from the Automobile Dealer 


























than retail automobile business, yet shoe merchants might 
learn some valuable lessons from the automobile dealer. 

Often only one, sometimes two but rarely more than these 
makes of pleasure cars are represented ‘“‘on the shelves” of the 
automobile dealer. 

Automobiles are of course the main business of these concerns, 
but the accessory end of the business is a constantly widening 
and increasing part of the game. 

Besides tires, gasoline and oils and other accessories that 
naturally go with automobiles, these dealers sell lap robes, gloves, 
glasses, lunch kits and a thousand-and-one other things that are 
sold in regular retail stores. 

The shoe merchant has always considered leggings, spats, laces, 
polishes and polish outfits and such items a legitimate part of his 
business. A lot of stress is put on these accessories by most all 
good stores. 

Within the past few years many stores have added hociery and 
when this line has been given proper attention it has invariably 
proved a profitable accessory. 

The advent of novelty shoes has added impetus to many a 
hosiery department. The satisfaction of the customer in being 
able to properly match footwear and hosiery without having tc 
take chances of getting just the wanted shade from some other 
store has put many extra dollars into the tills of shoe merchants 
selling hosiery. 

Some shoe merchants yet hesitate on putting in a line of 


\ LTHOUGH retail shoe business is a much older industry 


hosiery for fear of treading on the toes of the dry-goods merchant 
or haberdasher. Your automobile dealer does not seem to be 
possessed with this sense of fear. 


Men’s Neckwear, Gloves and Garters 
Are Good Bets 

Many shoe stores, catering to men’s trade, besides selling 
hosiery have been very successful in selling men’s neckwear and 
gloves. Why not got a step farther and carry men’s garters? If 
a man wears socks he must also wear garters. Garters are staple 
merchandise, do not change in style and yield a nice profit. 

No line of merchandise is harder to display attractively inside 
the store than shoes, but hosiery and gloves can be displayed 
with them in such a way as to lend a colorful aspect and give a 
more artistic appearance to the whole store. 

Neckwear also helps to relieve the sombreness of the store 
and give it a more cheery aspect. 

Another line well worthy of consideration as a shoe store acces- 
sory, is underwear. If confined to a limited range and kept well: 
sized, many extra dollars may be added to the total sales. 

In one store selling women’s shoes exclusively a considerable 
space in the front of the store and one entire window are given up- 
to hosiery, gloves and a few other items of women’s furnishings. 

This department has proved highly profitable. It has been 
the means of closing many a shoe sale that was doubtful and has. 
enabled the firm to render a service that has made permanent. 
customers of many casual lookers. 
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Resignation of John W. Craddock 


As Chief of Shoe and Leather Division of Quarter- 
masters’ Department 


- Due to the severe tax on his health and on acount of the re- 
quirements of his own business, John W. Craddock has felt it 
necessary to tender his resignation as Chief of the Shoes, Leather 
and Rubber Goods Branch of the Clothing and Equipage Division 
in the office of the Quartermaster General of the Army. This 
resignation took effect on August 15. 
This news has been received with extreme regret by Mr. Crad- 
-dock’s associates and by his superior officers in the Quartermaster 
‘Corps. & The new chief of the branch is George R. Harsh of Mil- 





JOHN W. CRADDOCK 
Who Has Served His Country Well 


waukee, Wis., hitherto, buyer of shoes in the same branch and 
assistant chief of branch. It is hoped that the branch will con- 
tinue to have the benefit of Mr. Craddock’s assistance in an ad- 
visory capacity. 

Mr. Craddock is the second chief of the shoes, leather and rub- 
ber goods branch, succeeding Mr. J. Franklin McElwain of 
Boston, who organized it late in January of this year. In the 
period of his service, Mr. Craddock has had in charge the develop- 
ment of the new metallic fastened field shoe for overseas use. 
This shoe is a distinct departure from the former Army production 
and includes many new features designed to overcome the extreme 
conditions encountered in the present war. Mr. Craddock has 
also supervised the development of the new leather mitten which 
encases the issue glove, utilizing the latter as a lining. This 
combining of two articles of standard equipment for the produc- 
tion of a third, is a manifest advantage. In following up produc- 
tion and in the supervising attention given to the inspection serv- 
ice, both of which have resulted in substantial improvements in 
the finished articles, Mr. Craddock’s leadership has added greatly 
to the efficiency of the branch. 





Many are giving their lives; you are asked only to Joan your 


money. 
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One Thousand Dollar Prize For 
Perfect Feet 


A Red Cross Fund Scheme to Discover, Not the 
Smallest, But the Most Perfect Pair of 
Feminine Feet in Dallas, Texas 


Dallas, Texas—If there is a woman in Dallas under 
25 years of age who has perfect feet she now has an oppor- 
tunity to bring about an increase of one thousand dollars to the 
Red Cross fund. William Doran, a member of.the city com- 
mission, says that he will contribute that sum to the Red Cross 
if there is proved upon the judgment of reputable artists that 
there is a perfect pair of women’s feet in this city. Mr. Doran 
goes farther than that; he says that there are very few natural, 
perfect feet in the whole country, either of men or women, 
but he desires to confine his present offer to Dallas. 


Mr. Doran was for many years employed in monumental 
statuary work and it was part of his business to study the lines 
of women’s feet. He declares that wearing unfitting shoes ruins 
nearly every pair of feet, both men and women. 

His offer to donate one thousand dollars to the Red Cross 
if proof is established that any woman under 25 years of age in 
Dallas has perfect feet has created a stir in feminine circles 
here. Ways and means for making the test are now being con- 
sidered. Prospects are favorable for a big showing of dainty 
feet, but where or when the exhibition will take place has not 
yet been determined. 


In Search 
of Perfection 


“‘There’s a pair of shoes,” he said, pointing to his broad-toed, 
soft leather, easy-fitting footwear, “that fits my foot and every 
one of my toes is as perfect today as the day I was born. 

‘I'll give one thousand dollars to the Red Cross for any woman 
in Dallas under 25 years of age who can show a perfect foot. 
By a perfect foot I mean what is known in art as the ‘Greek 
foot.’ I don’t believe there is one. 

“They have a different way today of measuring shoes than at 
the time when I was a boy and we were allowed one pair of boots 
a year. In the Fall father would line us six children up and 
measure the length of our feet on the floor, making a mark 
about half an inch beyond our great toe. Then he cut a stick 
exactly that length. With six sticks in his hand, all different 
lengths, he went to town and bought six pairs of boots. They 
were measured by putting the sticks inside them and the sticks 
had to have a little play, so our boots were always long enough.” 





Arnold Salesmen Start Out 
Representatives on the Road 


The following representatives of M. N. Arnold Shoe Company, 
North Abington, Mass., are in their respective territories with 
Spring samples of the “Arnold” and ‘“‘Glove Grip” lines of men’s 
and women’s footwear: W. J. Lovejoy, New England; W. M. 
Walker, Ohio; F. G. Deitsch, West Virginia; H. L. Githens, Penn- 
sylvania, Delaware, New Jersey and Maryland; E. J. Mattison, 
Indiana, Michigan and New York State; H. A. Simmons, Virginia, 
North Carolina and South Carolina; C. N. Fitch, Kansas, Iowa 
and Oklahoma; T. G. Fitch, Missouri, Kansas, and Nebraska; 
L. C. Byrne, Iowa, Nebraska, and South Dakota; J. G. Hunds, 
Kentucky, Tennessee, and Georgia; J. J. Rusher, Texas, Missis- 
sippi, and Louisiana; D. J. Gillespie, Minnesota, Wisconsin, 
North Dakota; A. yV. Rooney, large cities east of the Mississippi 
River; Sig. Beer, New York City. 
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Noceecetceeseeeaaee 


Marie 
Cone 
Raised 
the 
Flag 


the factory of the Engel-Cone Shoe Company, East 
Boston, on Friday evening, August 23. 

This flag raising and the exercises attending same were held 
under the auspices of the Italian employees, who constitute 
about one-half of the operatives of the factory, in honor of one- 
sixth of their number who are now fighting under the American 


flag. 


IP te Sener was the motif of the Italian Flag Raising at 


Detachment of Soldiers 
from Fort Banks Present 


The first part of the celebration was held on the factory roof, 
overlooking Boston Harbor, where at the appointed hour a de- 
tachment of soldiers from the Eighth Company, Fort Banks, with 
Bugler Lang, and in charge of Corporal Packard, went through 
the ceremony of saluting the American flag which was unfurled 
to the breezes. The soldiers forming this detachment were: 
Privates Munroe, Kjellgren, Mahoney, Meskell, McCarthy, 
Carabaglio, Williams, Dempkowski. The Italian Marine band 
played ““The Star Spangled Banner.” 


Marie Cone Raises 
Italian Flag 


The chief ceremony of the evening took place when little Miss 
Marie Cone, the eleven-year daughter of Mr. Irwin Cone, sent 
to the top of the staff, amid cheers, the Italian flag of red, white 
and green. Miss Marie was presented with a bouquet of fifty 
pink American beauty roses by the Italian employees of the 


firm. 
Loyalty to Employers Urged 
by Banker—Ubaldi Guidi 


Ubaldi Guidi, the well-known Liberty Loan speaker, and psom- 
inent Italian banker, treasurer of the Italian bank of Boston, 
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Careereeeee 


Italian Flag Raised at Engel-Cone Shoe 
Company Factory 
Patriotic Addresses in Italian and English—De- 


tachment of Soldiers from 8th Company, 
Fort Banks, Present 





made an eloquent address in Italian, laying emphasis on the duty 
of Italian workmen to labor in the best interests of their employ- 
ers. He spoke about the splendid work of the boys on the differ- 
ent fronts and especially about the co-operation of the different 
nations and the unity of purpose displayed by all the nations en- 
gaged in the struggle for a world democracy. He beautifully in- 
terpreted the meaning of the colors of the Italian and American 
flags, and eulogized the great Americans—Washington and 
Lincoln. 


Dominic Maggi, Patriotic 
Speaker, Gives Address 

After the playing of the French National Anthem, the crowd 
went to the band stand, erected in the factory yard, where a band 
concert took place and Dominic Maggi of Chelsea gave a stirring 
patriotic address, saying that just as the American and Italian 
flags were floating side by side from the roof of the Engel-Cone 
Shoe Company’s factory, so they would soon be floating side by 
side in every city in Germany. 


Urges Co-operation 
of Capital and Labor 

Mr. Maggi also urged the operatives not to be disturbed by 
German propaganda in its efforts to sow discord, but to remain 


_ faithful to their employers that a perfect system of harmony of 


effort may prevail. ‘There must be no peace,” said Mr. Maggi, 
“until the Kaiser is.a prisoner of war—we must stand by the flag 
of the United States and the flag of the Allies, which means, not 
only prosperity and a happy people in this country—but universal 
prosperity and happiness. This is our fight and victory will be 
ours, because we love the old flag and we love the flag of the 
Allies.” 

At eight o’clock, the festivities in Armory Hall commenced 
with a collation and dancing until 12 o’clock. 
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Lieutenant Orlandini 
Guest of Honor 

Among the invited guests were Lieutenant Orlandini, Italian 
officer, prominent in Italian Relief and Red Cross work, Mrs. W. 
J. Martinez and Mr. W. J. Martinez of the firm of W. J. Martinez 
& Bro., New Orleans, Mrs. Irwin Cone, Misses Majorie and 
Marie Cone, Miss Martha Hood, Mr. Edwin Cone, head of the 
firm, Charles W. Cooper, superintendent of the factory, and W. 
J. Lambert, sales manager, were hosts. 





The Cost of Shoemaking Increases 
Government Research Shows Wage Increases 


Washington, D. C., Aug. 20—The experts of the Bureau of 
Labor Statistics have some interesting things to say in connec- 
tion with changes in wages in the boots and shoes and leather 
industry during the month of May. Relative to the changes in 
the boots and shoe industry the experts say in their report: 

“One establishment reported an increase of slightly more than 
11 per cent, affecting 15 per cent of the force. The entire force 
in one plant received increases ranging from 10 per cent to 20 
per cent. Three firms granted a 10 per cent increase—one to all 
employees, one to about 7 per cent of the force, and the third 
did not state the number affected. Another factory granted 
60 hours’ pay for 50 hours’ work to week workers, thus increasing 
the hourly rates but not the earnings per week, and a 10 per cent 
increase was also granted to piece workers, each class consti- 
tuting about half of the force. Two plants gave a bonus of 10 
per cent, affecting all the employees in one and all week and piece 
workers for the duration of the war in the other; 43 per cent of 
the employees in another plant were increased 71% per cent. 
Every employee in one concern received an increase of 5 per 
cent. One plant increased the office force and one forewoman 
$2 per week, and the cleaning department 1 cent per pair of 


shoes. Three establishments reported increases, but gave no 


further data.” 

In connection with the change of wages in leather manufactur- 
ing plants the report says: 

“One plant reported an increase of 33 per cent to practically 
all persons, while another gave an increase of 15 per cent, affect- 
ing 75 per cent of allemployees. Six establishments reported a 
10 per cent advance in wages; three of these granted the increase 
to the entire force, one to slightly more than 29 per cent, one to 
21 per cent, and another to 14 per cent. An increase of 8 per 
cent was given to the entire force in one plant. One establish- 
ment reported an increase of $1 per week to 50 per cent of the 
force, one an advance of 25 cents per day to 25 per cent of the 
force, and another 15 cents per day to all employees. In one 
plant an increase was granted to 35 per cent of the employees, 
but no statement was made as to the amount of increase.” 

Reports were received from 66 shoe and boot factories for 
both May of last year and this year by the Bureau of Labor 
Statistics. ‘These reports show that in these 66 factories there 
were 49,068 persons employed in May of last year, decreasing to 
46,804 in the same month this year, or a decrease of 4.6 per cent. 
The payrolls in these factories, on the other hand, increased from 
$697,672 in May of last year to $797,030 for the same month 
this year, or an increase of 14.2 per cent. 

Thirty-five leather manufacturers reported from May, 1917, 
and May this year, the reports showing that in May of last year 
they employed 16,517 persons, decreasing slightly to 15,492 per- 
sons in May of this year, or a decrease of 6.2 per cent. The pay- 
rolls in these thirty-five establishments increased from $250,005 
in May of last year to $308,533 this year, showing an increase of 
23.4 per cent. 

Reports were received from 67 boot and shoe factories for April 
and May, this year, showing that in these 67 factories there were 
49,155 persons employed in April, decreasing to 48,060 persons 
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in May, or a decrease of 2.2 per cent. The payroll, on the other 
hand, increased slightly, or I per cent. Reports were also re- 
ceived from 35 leather manufacturers showing that in April of 
this year they employed 15,642 persons, while in May there were 
15,492, or a decrease of 1 per cent. The payrolls, however, in- 
creased from $284,732 in April to $308,533 in May, or an in- 
crease of 8.4 per cent. 


Boost N. S. R. A. Membership 


Letter Sent to Each State President by F. P. 
Meyer, Chairman National Membership 
Committee 


““Cecession of progress indicates decay. 

“‘We either progress or retrogress. 

“Only stones stand still and even they disintegrate. 

“I borrow these epigrams to introduce the subject of advance- 
ment of the National Shoe Retailers’ Association. 

“It is to our individual and collective interest to increase the 
Firm Membership plan of our association to insure progress—to 
avoid retrogression. 

“At the National Convention in Chicago each president of 
every State Association pledged himself to obtain new members 
for the national. We must obtain new members—must grow or 
we shall weaken. Greater accomplishment is only possible with 
greater growth. 

“T have just been in consultation with your National president, 
John O’Connor, who claims it absolutely essential to our immedi- 
ate future welfare as shoe dealers to strengthen our association by 
greatly increased growth. We must attain a magnitude sufficient 
to wield political power nationally, before our position becomes 
impregnable. We can do this only by increasing the membership 
of our association. 

“You of course are cognizant of the great effort our National 
Officers are putting forth at the National Capital. They are the 
generals of our great drive for commercial success and we must 
back them with the greatest man power possible. 

“Our next National Convention is less than five months away. 
Let us enter the Conventional Hall with a voluntary commercial 
enlistment of at least fifteen hundred NEW workers. 

“As chairman of the National Membership Committee, I am 
going to ask you as president of your State Association to pledge 
me fifty new memberships from your state this year. 

“TI am sending you firm membership pledges which I kindly 
urge you to have signed by new members in your state and return 
to me before December 1. 

“REMEMBER YOUR STATE ALLOTMENT IS FIFTY— 
DOUBLE IT IF POSSIBLE. 

“T respectfully ask an early reply to assure me you received this 
communication. 

“Yours for a bigger, better, stronger National.” 


Son of Fall River Shoe Merchant 

Wins Aero Pilot’s Commission 

Daniel J. Sullivan, son of D. F. Sullivan, the well-known Fall 
River shoe merchant, is now a full-fledged aviator. | 

Early in the war, Sullivan went to France with a Yale unit 

and did efficient work as an ambulance driver. With others in 

the draft age he was recalled and was inducted into the Army. 

He remained eight weeks at Fort Adams, waiting his transfer 

to the aviation section. He spent eight weeks at Cornell Uni- 








versity in ground training and then was transferred to San Diego, 
Cal., aviation field for training in actual flying. It was there he 
won his commission. 

Mr. Sullivan will spend about eight weeks more at San Diego, 
taking advanced training in gunnery and bombing. He expects 
to have a brief furlough at home before being assigned to active 
duty overseas. 
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Resolutions on Liberty Shoes 


Shoe Merchants, Wholesalers and Manufacturers, Adopted 
in Executive Session, in New York for Transmission 


to War Industries Board 


WHEREAS, the United States is in this war, which every American is determined 
shall be carried to a successful conclusion; and 

WHEREAS, the War Industries Board has proposed a Liberty shoe as a factor in 
bringing about needed economy and conservation of man-power, materials and capital 
invested in the shoe industry as a war measure, it being certainly established that all 
business and industry, in the belief of the authorities at Washington, must conserve to 
the extreme for our national welfare; and 

WHEREAS, the shoe retailers of the country are in hearty accord with any con- 
structive program calculated to win the war, and will support in both spirit and letter 
such regulations as may be made effective upon the shoe business. Therefore, be it 

RESOLVED, That we, as manufacturers of shoes at wholesale and retail, do endorse 
a plan of conservation comprehending a Liberty shoe which can be made and sold to the 
consumer at a minimum price and profit. " 

BE IT FURTHER RESOLVED, That, inasmuch as shoe merchandising at retail 
is definitely divisioned into classes comprehended by the distribution of good-grade, 
medium and low-grade footwear, that Liberty shoes be manufactured and sold in kindred 
grades, inclusive of a working shoe, the grades to retail at $10, $8, $6 and $4 respectively, 
and such lines as may later be deemed advisable. 

A standard line for men and women and for children in corresponding grades and 
prices constitute a Liberty Line in the four above-mentioned grades, to be produced on 
a cost plus a fair profit basis from raw material to retail distribution, thereby offering to 
the consumer a minimum-priced article. 


The following Committee Was Appointed to Go to Washington 
with Power to Act with the War Industries Board: 


SHOE MERCHANTS SHOE WHOLESALERS SHOE MANUFACTURERS 





A. H. Geuting, Philadelphia. 
hn Slater, New York. 
. P. Orr, Cincinnati. 
. J. Sensenbrenner, St. Louis, Mo. 
. C. Chisholm, Cleveland. 
n O’Connor, Chicago. 
Say" Rosenbach. 
Berberich, Washington, F. C. 

re v= > Porter, Boston. 

. C. McGowin, ex-officio. 


MAIL ORDER 
R. A. Reynolds, Chicago, IIl. 


C. B. Lord, care of Endicott, Johnson 
& Co., 55 Hudson Street, New York 
City. 

Daniel P. Morse, McElwain, Morse & 
Rogers, Duane Street, New York. 
George Hutchinson, McElwain, Hutch- 
inson & Winch, Atlantic Avenue, 

.Boston, Mass. 

Edwin P. Holmes, Parker, Holmes & 
Co., Atlantic Avenue, Boston, Mass. 

Edward P. Tuttle, care of Atlas Shoe 
Co., Atlantic Avenue, Boston, Mass. 

Daniel T. Merritt, Chairman, care of 
Merritt Elliott Co., Duane Street, 
New York. 

B. S. Watson, care of Greene, Anthony 
. ee 36 Pine Street, Providence, 


J. F. McElwain, care of W. H. Mc- 
Elwain Co, 

Frank R. Briggs, Thomas G. Plant 
nan .» Boston. 
H. Johnson, Endicott, Johnson & Co. 
Harry Selr, Selz Co., Chicago, Ill. 
John C. McKeon, Laird Schober Co., 
doom — ig by 

Henry W. Coo . E. Nettleton Co., 
Syracuse, NY 

John S. Kent, M. A. Packard Co., 
Brockton. 

A. M. Creighton, Lynn, Mass. 

Eldon B. Keith, Geo. E. Keith Co. 
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1. A new miracle in Palestine. A British tank in with the 4. World Service. A group of our boys who will show Italy how 
Army there to plow 
2. Children in French schools near the front wear gas masks 5. German prisoners taken in recent drive by General Haig. 
3. Women in war work. Women track walkers of the Erie Sore of heart and sore of feet 
Railroad on duty 
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NEWS _PICTOR 











6. For play as well as work overalls make for comfort and 9. A shoemaker of old Japan 
freedom 


10. Bloomers, dresses or overalls—a picnic is a picnic 


1l. The Germans deprived him of his legs, but not his nerve 
8. Heavy lace boots are the only thing for Winter sports. Chin- or ingenuity 
chilla mackinaw for the man and heavy sweater for his fair 


companion 


7. Girls getting ready for a three-legged race 








Prorle nowadays 
are more critical 


of the service they 
receive from re- 
paired shoes. To 
insure them satis- 
factory service, 
and to insure your 
shop their contin- 
ued patronage, use 
Neodlin Soles in 
your repair work. 








Meolin Soles 





Peccommend and 
use Wingfoot 
Heels also. “These 
heels are charac- 
terized by a firm 
resilience which 
makes for long and 
comfortable serv- 
ice. ‘hey are guar- 
anteed to out-last 
all other heels, - 
leather or rubber. 


The Good year Tire & Rubber Co. 
Akron, Ohio 


WINGSFOOT 
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Change of Personnel in Selby Shoe Company Selling Force 





HARLEY 





WILLIAM H. MORRIS 
Kansas Representative of Selby Shoe Co. 


Several important changes in the sales force of the Selby Shoe 
Company have recently been made. 

Owing to the death of Mr. Harris, who has been the Kansas 
representative of this firm, this state will hereafter be covered 
by William H. Morris. . 
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E. MARCONETT 


Selby Shoe Co. Representative in New 
England 


37 
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JOHN E. NEWMAN 
Will Travel the Dakotas for Selby Shoe Co. 


John E. Newman will be the new Selby representative in 


North and South Dakota. 
The New England States will be covered by Harley E. Mar- 
conett, who will maintain an office in the Bush Terminal Build- 


ing, New York City. 





Conservation Show to Be Big Feature 
of Michigan Retail Merchants’ 
Convention 


The retail shoé merchants of Michigan are apparently a unit 
in their idea of backing up the recommendations of the War 
Industries Board. ; 

One of the big features of the convention to be held at Grand 
Rapids, September 10 and 11, will be the Conservation Show. 
This show will consist of shoes made strictly in accordance with 
the Government recommendations—the whole object of the 
demonstration being to show what a beautiful lot of shoes can 
be made; how style, wearing qualities and fitting qualities need 
not be sacrificed, and how the retail merchants themselves will 
be the real gainers by conserving their stocks according to the 
wishes of the Government. 

This novel convention feature will be in charge of the Grand 
Rapids merchants, of which Mr. Yaeger of Herpolsheimer’s is 
chairman. 

Another interesting and unique feature of the program will 
be the conservation banquet and entertainment on Wednesday 


evening. 


Michigan merchants who are accompanied by their wives may - 


rest assured that wifey will be well taken care of and pleasantly 
entertained by a special committee who are making ample prep- 
aration for their welfare while in Grand Rapids. 

These are days when business methods and changes are march- 
ing double quick. The progressive merchant, in order to remain 
in the progressive class, must keep step with the music. The 
shoe business has had apparently more than its share of atten- 


tion at the hands of Washington, and there is no better place to 
get in touch with all these rapid developments than at the State 
Convention. 

It therefore behooves every Michigan merchant, whether a 
member of the State Association or not, to lay aside the prob- 
lems inside his store and hie himself to this convention of the 
live-wire members of the retail shoe craft. 





The Resignation of P. E. Selby as Vice- 
President of Selby Shoe Co. 


An item of no little surprise to the many friends of P. E. 
Selby, for the past thirty years connected with the Selby Shoe 
Company of Portsmouth, Ohio, is the news of his resignation as 
vice-president and director of that company. Mr. Selby has not 
announced his plans for the future, and is at present with his 
family taking an extended automobile trip. 

During all the years of his connection with the Selby Shoe 
Company he has been a diligent, untiring worker, and to him 
belongs much of the success that has come to this well-known 
shoe manufacturing concern. 





- Spinning of hand knitting yarn has been forbidden by the 
War Industries Board. Woolen. manufacturers have been re- 
quested to report to the Board the amount of raw wool in stock 
and the grade of same. As soon as this information is received 
the Board will direct the manufacturers as to what disposition 
to make of the yarn and wool which they now have on hand. 





A war saver is a life-saver. 


aw 
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BUY W. S&S. S. 


ASK FOR CATALOG! 








MOST OF OUR SALESMEN ARE NOW 
IN THEIR TERRITORIES WITH 


SHOES - SANDALS - LEGGINGS 
—- =" FOR SPRING, 1919 


BUY W. S. S. 


THE TRADE IS INCLINED TO PLACE ORDERS EARLY 
THIS SEASON 


— 


HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U.S. A. 














BUY W. S. S. 














ORDER EARLY 
Don’t Put Off Your Orders for Shoes from Stock 


E wish to take this time to suggest to our customers that they anticipate, 
as much as possible, their wants on Stock Shoes, for the reason that demand 


all over the country is almost unprecedented. 


Retailers have been in the habit of feeling that it was an easy matter to get shoes out 
of Stock when wanted. This is as true as it ever was, so far as 


‘*KEITH KONQUEROR’? SHOES 


are concerned, except that the labor shortage in the Shoe Manufacturing Industry, 
being as great as in any line, does not allow the volume to be as great, and certainly 


increases the length of time necessary to make shoes. . 
We ask you to work with us in giving us as much time as possible for deliveries. 


The Preston B. Keith Shoe Company 
Brockton (Campello Station), Mass. 


, New York Office Boston Office 
299 Broadway Room 415 207 Essex Street 
N. B.—lI nterest Yourself in Unlocked Process Shoes 



































APPROVED FALL STYLES 
AT ONCE DELIVERY Tee 


14-8 leather heel. Goodyear welt. 
8—AA to D. Price 


Your profit depends on the number of 
times you turn your stock (dollars) each 
season. 


Quick turnovers depend on quick deliveries. 


To insure quick service you order “‘in- 


stock’’ shoes from the wholesaler. 


All shoes advertised by the Ginzberg- 
Gordon Co. are shipped the same day 
your order is received. 


We illustrate two leading Fall numbers— 
each distinctive in appearance and quality 
—in stock in all sizes and widths—2% 10 
days, net 30 days. 


Forward your order today. 


AH Ginzberg-Gordon Gl saa guteatr atone 
I41 Duane Street - New York. AR to D. Prices sevsceeyeeeee+ 88:25 


AA to D. Price 
UPTOWN SALESROOM PHILADELPHIA 
ROOM 


Bush Terminal Sales Bldg. SALES M 
130-32 W. 42nd Street 305 Denckla Building 


New York City Samuel Schonfeld in charge 
H. S. Kushins in charge 
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3 Announcement 


We take pleasure in announcing that 
the Fall Advertising Campaign on 
Red Cross Shoes in— 


The Ladies’ Home Journal Vogue 

The Delineator Good Housekeeping 

The Designer Pictoral Review 

The Woman’s Magazine Christian Science Monitor 


—started last week and will continue 
through December. 


The large space in these publications (reaching 


over twenty million women of this country) in- 


cludes full pages in color in Vogue, pages in Good 
Housekeeping and Christian Science Monitor. 


In order that our Accredited Agencies may receive full benefit 
from this, the most impressive women’s shoe advertising, we 
have prepared complete local campaigns which we furnish to 
every dealer. Past experiences have demonstrated that this 
local assistance has enabled every Red Cross Shoe Agent to 
‘““cash in” in a big way on the national advertising. 


We invite you to follow the Red Cross Shoe advertising in these 
leading magazines in order that you may fully appreciate just 
why the Red Cross Shoe is ‘“The Most Salable Shoe in America.” 


The Krohn-Fechheimer Co. 
627 Dandridge Street .°. Cincinnati, Ohio 





co. Umeruica._—TODAY! 


Model No. 533— 


Fashioned of gol- 
Model No. 532— den brown kid in 


ae See HESE are some of | *tudied simplicity. 
hogany or dark tan the models chosen 


calf. by Red Cross Shoe Ac- 
credited Agencies for 
the coming season’s 
selling. They are be- 
ing featured in our ad- 
vertisements in na- 
tional magazines read 
by nearly every wo- 
man in each dealer’s 
community. 
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Model No. 508— Model No. 542—A 

Glazed kid, with charming combina- 

broad ball and snug- tion in brown kid 

fitting heel. vamp and cloth top 
to match. 


Model No. 535— 
A stylish black kid 
boot on the com- 
bination last. 


NSU ENEDC 
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“Bends with your foet”’ 
Trade Mark 
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Style 466 Tan Norwegian Blucher Oxford, Fonda 
$5.75 


Style 166 Dark Tan Blucher Oxford, Fonda 
$5.50 


Ready for -Immediate Shipment 


All signs point to oxfords being 
good sellers for early Fall 


Upham Bros. Shoe Co. 


Stoughton, Mass. 


~~ pu _____—____—_— 
on i Cee eee 








RETAILERS! 


Remember that we are employed to pass 
credits, not to decline to extend them. Prof- 
its are in orders shipped and paid for, and we 
are anxious to ship every dollar’s worth of 
merchandise that our members sell, and we 
will do everything consistent with good busi- 
ness to increase our members’ sales, 


It is your fault if we must recommend against 
your account. Either you are not worthy of 
credit or you have not registered the com- 
plete and accurate facts with us. 


Either condition can be corrected, and we 
extend to you every assistance that will im- 
prove your credit worth. 


The Credit Clearing House 
*‘Builder of Better Credits” 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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ON’T let yourself get caught in the mire of 
—bad business. 
The deeper you get into it the more you will 
come to realize that you need expert help and 
advice to get you out. ; 

Send this ad attached to your letterhead at 
once to the Merchants Business Building Shoe 
Service and get full information and sugges- 
tions on how to increase the present business 
of your store. 

We can send this free information to only one mer- 
chant in each town, so hurry your request to us. 


Can You Use Mats? 
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Forty-Nine Per Cent 


To remove as nearly as possible all element of 
conjecture from the advertising and sales propa- 
ganda of Nedlin Soles, an investigation was 
made which brought out the reasons which 
consumers themselves give for buying -Nedlin- | 
soled shoes. In the territory investigated, the 
proportion of consumers who bought Nedlin- 
soled shoes for wearing quality was 49%. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


edlinSoles 
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Keds 


—a great success in 1917 
—and still greater in 1918 


ie surprised at the calls I’m receiving for Keds from substan- 
tial business men”’, a dealer reportéd to us. 


‘“‘ They would never wear tennis shoes, but they recognize Keds as 
a different standard of summer shoes.” 


More people are taking to Keds who never before would have 
dreamed of wearing canvas rubber soled shoes. 


Because we have given them style, comfort and general good looks 
that ordinary “‘ tennis shoes”’ never had. 


The mother and the 
kiddies are enjoying 
the “barefoot” com- 
fort of Keds. 


The business man is 
taking to Keds as he 
did to soft collars and 
Palm Beach suits. 


United States Rubber Company 
New York 
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BOOTS AND SHOES 
IN LIGHT DEMAND 


Factories Are Busy 
But Productions Moderate 


No change of any moment is noted in 
the rubber footwear market since last 
report. Manufacturers who usually close 
down during dog days are running their 
factories through the hot weather, in 
order to make up in part for the dimin- 
ished working forces, caused by the call 
to arms of so many of the workmen, and 
by the desertion of workmen and work- 
women, who are lured away by the offers 
of larger compensation. Now, with the 
new draft call, the forces will be further 
depleted, though in this particular the 
trade is somewhat favored by the fact that 


, nearly all. the factories have more or less 
‘orders for rubber footwear for the soldiers 


isales by suggestion. 
sell a pair of rubbers when they sell a pair 


and sailors. With this lessening to some 


extent the handicap, these is still a short rs 


Mage, whichis likely to be felt by the entite. 
trade if the Fall rains begin ‘early and the 
} Winter follwing i is "severe; 

And there is whete there is a ghaite 
disagreement as to Fall selling pone: 
‘Many people wear out two pairs of,rab- 
» bers during the Winter. . There are’ eriter- . 
prising merchants. who incfease their® 
They endeavor to 


of shoes. They might possibly try to.sell 
two pairs suggesting the possibility of a 
shortage later. But such a policy would 
undoubtedly result in a shortage in that 
dealer’s stock, to his disadvantage in the 
Winter or early Spring months—perhaps 
sooner. 


sales of goods not easily replaced.-~ Then, 
if a call comes later, he who follows that 
policy will have the goods wanted when 
they are wanted. It resolves itself into 
this sure clean-up or satisfied customers. 


TENNIS LINES 
STILL SELLING 
And Orders Coming 
for Next Year’s Trade 

Today closes the Summer calendar 
months, and practically marks the end of 
the tennis season, as far as sales are con- 


‘g 


The other side of the argument is~. +~ 
to sell what is called for, and not push ° 





The. Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


5 0 MUM 


cerned, although this popular style of 
footwear will continue to be worn for 
some weeks yet. However, there will be 
some more hot weather—scorching hot— 
and the dealer who would rather close 
out than carry over still has a chance to 
do so, if he puts them on the bargain 
tables. Still, good-quality tennis shoes 
are fairly good stock to carry over, for 
prices are higher now than when they 
were bought, and present price lists are 
“subject to ‘change without ~ notice.” 
Meanwhile labor is demanding’ more 
money in a most strenuous manner, cot- 
ton fabrics are soaring skyward in price, 
and there are other reasons which, com- 
bined with these, might be claimed by 
manufacturers as justifiable for an ad- 
vance over today’s prices. Meanwhile 
orders are coming in to the manufacturers 
from their heaviest jobbing customers, 
.and the outlook already is for as much 
business as the manufacturers can handle. 


CRUDE RUBBER 


~** STOCKS SMALL 


» And Demand Far 
Pgs Active 


Crude rubber is in a curious position. 
“No one ‘can import, nor can the mills get 
any rubber except by allocations. Rubber 
is scarce, but there is so small a demand 
that stocks in dealers’ hands, small though 
they be, are large enough to care for cur- 
rent sales.. Until now there has been 
more or less forward business, but even 
that has fallen off considerably. The 
main reason for this is the uncertainty of 
the tire business. The manufacture of 
tires absorbs about 60 per cent of all the 
rubber used ‘in this country. With auto- 
mobile manufacturers asked to cut down 
their output by January 1, and to make 
no more pleasure cars after that date, the 
question of tire demand is one which 
manufacturers are endeavoring to, figure 
_out. Meanwhile they are not buying. 
The footwear manufacturers have some 
_ Stock om hand; some of them are well 
supplied. Therefore present crude rub- 
ber demand isnot even as large as the 
Government has allowed for this and next 
month. Forward ales, however, are suf- 
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ficient to push prices up a little, though 
they are still well below the maximum. 
There is some probability that, during the 
coming month, the call will increase to 
such an extent that the maximum prices 
will prevail. 

We give, in parallel columns, the maxi- 
mum prices, and today’s quotations for 
forward delivery against allocations. 


Maxi- Cur- 
mum rent 
Prices Quota- 
a tions 
Upper fine para 

Island fine para 

Upriver coarse para 

Islands coarse para 

Caucho ball upper 

Caucho ball lower 

First latex pale crepe 

Brown crepe 

Smoked sheet 

Mexicans and Centrals 
Guayule wet 

Guayule washed and dried... 


SCRAP RUBBER 
CONTINUES DULL 


And Dedlers Refuse 
to Purchase Quantities 

The: situation of the scrap rubber trade 
has ip, no measure improved over last 
week. ‘Reports are that collectors have 
unusually, targe amounts on hand, and 
are rather zapxious to unload, and as a 
consequenté:,prices are somewhat lower 
than lastoweek. On the other hand, the 
demand for reclaimed rubber is so flat 
that reclaimers have had a convention to 
consider the situation, and have sent a 
communication to the conservation com- 
mittee urging that some measure may be 
considered that will increase the use of 
reclaim. 

Scrap boots and shoes: Boston and New 
York, $7.50, $7.60; Philadelphia, $7.25; 
Chicago, $7.30 to $7.40. 

Trimmed arctics: Boston, $6.00, $6.25; 
New York, $6.00 to $6.25; Philadelphia, 
$6.00 to $6.25; Chicago, $6.00 to $6.10. 

Untrimmed arctics: Boston, $4.00 to 
$4.50—all markets. 
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Kind of 
t Is?” 4: 


Sa don’t have to guess if ate 
a Merges The Red Line immedi- 
ately identifies it. Never made 


ithout the Red Line: 


worth a few cents more per 
Par to KNOW that you are getting 
y that will wear three or four 
| times - -as long as ordinary linings? — 
“orre“of the many dealer <li ee 
“| shoes lined with “Renews, 
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News in Shoe Markets 


Manufac and. Merchandising, Develop~ 
‘ments in America’s Shoe Centers 
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New York. City 


adopted, and the secretary was instructed 
to advise the National Security League of 
the support of the association. It was 
further resolved that all officers of trade 
organizations and of this association and 
of the National Shoe Retailers’ Associa- 
tion, before being endorsed by the mem- 
bers, that the membership be satisfied as 
to the Americanism of the candidates, and 
that a copy of this resolution be sent to the 
National Association, to be transmitted 
to the various state and local organiza- 
tions. 

Mr. Maccumber of the Shoe Travelers’ 


S. J. Lebovitz, vice-president (now in the 
service in France) G. Balsam, secretary 
and E. M. Porter, treasurer. It is a close 
corporation merely made for the purpose 
of lending greater efficiency to the business, 
and implies no change to the conduct of 
the enterprise. | 


RETAIL TRADE 
ONLY MODERATE 


Dealers Preparing 
for Fall Openings Py 
Now in the Service 

The portrait of the sailor is that of “‘Al’’ 
Joseph, chief machinist, U. S. Naval 
Auxiliary Reserve, now located at the 
Steam Engineers’ School at Pelham Bay, 
but who hopes shortly to be transferred 


Retail trade has been somewhat quiet. 
Some business is coming to the stores from 
clearance sales, but the offerings made in 
this end-of-the-season business are not 
especially desirable. Nonetheless the sales 
are successful in clearing out such stocks 
as the retail trade cares to get rid of, and 
the total volume of business for the week is 
augmented in consequence. There is still 





a sale for white footwear, particularly 
pumps and oxfords of the military heel 
type. These are wanted mostly in the 
more popular priced lines. The retail 
trade is devoting most of its attention to 
the preparation for the opening of the Fall 
season. Fall stocks have been coming in 
for quite a while back, and while few orders 
are complete, yet there are enough goods in 
all classes coming in to assure a sufficient 
variety to meet the requirements of the 
case. 


RETAIL SHOE DEALERS’ 
ASSOCIATION MEETS 


Passes Patriotic Resolutions 
Considers Cartons and Liberty Shoes 


The Retail Shoe Dealers’ Association of 
New York, Inc., held a meeting August 
20, 1918, at which John Slater presided, 
at which the matter of shoe carton sizes 
was discussed at length and a recommen- 
dation was recorded, not only regarding 
dimensions but that in addition to card- 
board, the carton be covered with paper, 
not of glazed quality and that strings be 
eliminated. Also that the inside wrapping 
paper be of the unbleached quality. 

The meeting was intensely patriotic. 
Mr. Dotterweich, of the W. S.S., gave an 
inspiring talk on patriotism and War 
Savings Stamps. The recommendation 
of the National Security League, to the 
effect that only men one hundred per cent 
American should be endorsed as candi- 
dates of Congress or any public office, was 


Association, 
Stamps. 


spoke on War Savings 


The report of the Library Committee of 


the N. S. R. A. was submitted and it was 
resolved that the results of the efforts of 
the said committee be approved. 


Considerable discussion was held as to 


the advisability of a Liberty Shoe, and 


the following resolution was passed: 
RESOLVED that Mr. Slater attend the 


conference above mentioned on behalf of 


this association and that we, as an associa- 
tion, oppose to any standardized shoe, but 
that in the event of the introduction of a 
standardized shoe by the War Industries 
Board, then it should be recommended in 
the following manner, to wit: 

That there is offered to the public a 
Liberty or standardized shoe, which may 
be purchased at a specified price, without 
any compulsion on the part of any mer- 
chant to stock such shoe and that the 
price fixed should produce to the retailer, 
at least a twenty-five per cent gross 
profit on the selling price. 

Future meetings are to be called at 2 
and adjourned at 3 o’clock in the after- 
noon. . 


Concord Shoe Company 
Now Incorporated 


The Concord Shoe Company, special- 
ists in women’s and children’s shoes, has 
now been incorporated with a capitaliza- 
tion of $200,000. B. Lebovitz, president; 








“AL” JOSEPH 


to Stevens’ Institute of Technology, where 
he will take an intensive engineering course 
to qualify as ensign. 

Mr. Joseph is the manager of the Joseph 
Shoe Shops, Inc., which include three 
stores in Brooklyn, and his going into the 
service is no small handicap to the bus- 
iness. Arthur Joseph, who is secretary of 
the Retail Shoe Dealers’ Association of 
New York, and brother of “Al,” will 
direct the business during his brother’s 
term in the service. 


A New Ornament Process 
Which Should Become Popular 

One of the new things put out for 
the Spring of 1919, is a canvas em- 
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Factory, Lynn, Mass. 
we EN’S Boston Office 
ELTS 183 Essex Street 








Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
Oxfords and Pumps 

In Stock Ready to Ship 
Also Nifty Boots in All Lead- 
ing Shades 


Write for Samples 
1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 








G@viies 


Women’s McKay and Welt Shoes, Stylish 

at all times and values that stand alone 

at Prices. 

Cotter Shoe Co. - - Lynn, Mass. 
Boston Salesroom, 212° Keoes St. ‘ 








St. Louis.Me 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 
Welts 
and 


Large 
—— ty 
Stock Turns 


Lane Brothers Co. aciacni® ave. Boston 








W. C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES , 
ON THE FLOOR—READY TO SHIP 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 














The Line of 100 Styles 
of Comfort Shoes 


TIMSON BROS,, I 
Boston, Meee. = 








broidered ornament, such as is shown 
on the pump illustrated here. The orna- 
ment, which in some respects resembles a 
buckle, is made of fabric, the design being 


A 
Novelty 
Buckle 
Embroidered 
on 

Canvas 


worked in by embroidery and is attached 
to the shoe with overseaming or zig-zag 
stitching machines, and gives the effect of 
an embroidered vamp at a considerable 
less cost than the embroidered vamp 
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would* require. Although the new orna- 
ment has been shown but to a limited 
number of large manufacturers thus far, 
it is stated by the manufacturers that it 
met with an instantaneous success, and 
that they already have booked very large 
orders for it. In view of this it is fair to 
presume that they will figure very largely 
in the fabric shoes of 1919. In addition 
to the design shown, there are quite a 
number of others, all of which are equally 
attractive. 


A Pulling Catalogue 
Brings Many Inquiries 

Mr. Stollmack, advertising and sales 
manager of the Diamond Shoe Company, 
has just returned from a short vacation 
and states that he finds that the catalogue, 
recently sent out, has met with a cordial 
reception by the trade, as indicated by an 
unusually large number of new accounts 
that are now appearing on their books. 
Both in the factory and warehouse they 
are exceedingly busy getting out goods for 
the Fall season, and are making good 
progress. All of their customers will 
get some of their goods, so that the opening 
Fall season will not find them in need of 
shoes required for their earlier sales, al- 
though they may not have all of their or- 
ders filled 100 per cent. 


Philadelphia 


Business Active 
in Regular Lines 


Leading retail dealers report a larger 
proportion of regular goods sold during 
the present month than usual. As one 
member of the trade put it “Customers 
seem to be hungry for good shoes and 
evidently have the money to pay for what 
they want.” In these regular lines the 
demand is particularly strong for military 
heel goods in all styles, including pumps 
and oxfords, the latter being in most 
demand. 

The customary clearance sales are be- 
ing held, but the offerings as a rule 
are not especially attractive although they 
serve to bring many customers into the 
stores. 

Preparations are being made for the 
Fall openings and while shipments are 
slow in arriving, yet most retail people 
have a sufficient amount of goods on 
hand to make their Fall openings attrac- 
tive, and during the coming month it is 
anticipated there will be an active business 
in the Fall lines. In fact the general 
opinion seems to be that the Fall season 
will open early and strong, and retail 
dealers to the best of their ability are pre- 
paring against this condition. 


Children’s Shoes 
for Spring Trade 


Getting Fall shoes out and into the 
hands of their customers is occupying the 
larger part of the time of one of the con- 
cerns making children’s lines. 

The sample lines of the coming Spring 
season are ready, and the traveling men 
have started for their territories. It is 
early for definite conclusions to be made 
as to the class of goods most in demand, 
but all of the sample lines conform strictly 
with the regulations prescribed by Wash- 
ington, and it is naturally to be inferred 
that this will be satisfactory to the trade. 
In spite of limitations of color the shoes 
show originality of design, very effective 
within the requirements. Some buyers 
from the extreme West have already been 
in and placed orders which would indi- 
cate that at least in that section the trade 
is looking forward to good business. 


A Leading Dealer 
on Retail Fall Prospects 


A Chestnut Street retail dealer said a 
few days ago that they are preparing to 
start a Fall campaign on the first of Sep- 
tember and are looking for both an early 
ard large Fall business. As to the prob- 
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able tendencies, he said, they are looking 
for a big demand on Russia military heel, 
814-inch boots. Style, they feel; will con- 
tinue to be a dominant element and the 
public has become educated up to pretty 
shoes, and no modification that may be in- 
troduced under regulations that tend 
toward the inartistic would be tolerated 
by buyers. Limitations in style he felt 
would be offset by the increased capacity 
of the public to buy and, therefore, the 
Fall season is expected to make a very 
satisfactory showing. 


Wholesale Conditions 
Not Quite Satisfactory 


One of the specialty wholesale houses has 
this experience as a result of present con- 
ditions in the shoe business. ‘“‘We have 
lots of orders,”’ he said, “‘but find it almost 
impossible to get shoes.”” He says they 
have 1,000 cases anywhere from a week 
to a month overdue, and all of them are 
in wanted lines. They include prac- 
tically the full range of Fall requirements. 
All that can be done is simply to wait for 
the goods to come in and get them out 
as soon as possible thereafter. The man- 
ufacturers are very uncertain as to when 
they will be able to get the shoes out, and 
so far as present indications go there does 
not seem to be much improvement in this 
line. He said that they expect to take in 
a great deal of Spring goods during 
September, October and November, and 
these they will sell for January delivery. 
They anticipate no difficulty in shipping 
them at that time because the future prom- 
ises even higher prices. As an example, 
one manufacturer of men’s goods wanted 
50 cents a pair general advance on an 
order for about 200 cases, and even at 
that would only accept an order for 75 
cases. This applied to shoes for immedi- 
ate wants. 


Shipment for Spring 
Only Three-Quarters Probable 
Seventy per cent of their output is 
about as much as one large manufacturer 
of women’s shoes is able to report at the 
present time, and this they feel is perhaps 
considerably better:than is true of some 
establishments, yet they have actual need 
of full output of the factory to take care 
of the later Fall orders that are coming to 
them. Asa result they are pushing pro- 
duction as much as possible. The trade is 
econciled, howevér, to the unavoidable 
delay and is willing to accept goods as fast 
as they can be shipped. They have di- 
vided up their orders so that everybody 
is getting some stock, and will have 
enough on hand to open up the Fall season. 
Traveling men of this house will go out 
next month with their Spring linés in 
which they will show a great many pumps, 
oxfords and buckle effects, carrying from 
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low military to 18-8 Louis heels. These 
will mostly be upon the buckle patterns. 
Leather stocks will include shiny leather, 
Russia and the two shades of brown kid 
that are authorized. The sample line 
will be strong in originality of design and 
attractiveness of style. There will -be 
quite a showing of white, particularly in 
the smooth white leathers, and there will 
be a smaller than usual proportion of boot 
styles shown since it is the desire of the 


‘public to increase the sale of low shoes as 


much as possible. “ 


Cloth in the Shoe Field 
White Expected to Have Call 


The present situation of shoe cloth ma- 
terials, is rather quiet so far as immediate 
orders are concerned, although owing to 
delays and lack of stock a great many 
advance orders are at present on hand, 
which are being filled as rapidly as possible. 
There is some talk, in view of regulations, 
of black cloth coming in more strongly 
next Fall than has been true for some time 
back. A great deal of gray intended for 
cutting before the Ist of October is now 
going out to customers. It is anticipated 
white will be in greater demand during 
the coming Spring than ever, and manu- 
facturers are looking for the biggest season 
for white goods that they have ever experi- 
enced. 

In view of the fact that no light 
colors will be permitted during the Spring 
of 1919, white will naturally take the 
place of all of these lighter shades. 


Regulating Store Hours 
Shoe Stores to Open at Ten 


Largely with the idea of dividing street 
car traffic so as to get away from the high 
peak with both the opening and closing of 
the business days, the Fuel Administration 
has made rulings for the central business 
district covering the opening and closing 
hours of all lines of retail activity. Pre- 
vious comment has been made in these 
columns of the opening and closing hours 
adopted by the department stores from 
10 to 4.30, and now comes a ruling regard- 
ing the shoe trade. The hours of the 
shoe trade in the central business dis- 
tricts are to be from 10 A.M. until 5 P.M. 
on all days other than Saturday. On 
Saturday the hours are from 10 A.M. to 
10 P.M. Members of the trade in dis- 
cussing this feature said that it was in their 
opinion one that would not greatly affect 
business one way or the other, except that 
it might require a larger sales force during 
the shortening of hours. The ruling does 
not mean that store help cannot arrive 
before 10 or stay until after 5, but it does 
mean that the stores shall not be open 
except during those hours. Other lines 
have their closing and opening hours, not 
uniform with this, so that it is the hope 
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that the movement of shoppers by the 
surface, elevated and subway lines will be 
more evenly distributed over the day, 
thus effecting fuel conservation. The cars 
must be moved any way, and if they can be 
moved with an even distribution of people 
and not overcrowded during certain 
portions of the day, a considerable fuel 
saving will be effected. 


Active Demand 
for Merchandise 

“Business is decidedly good,” the head 
of one of the women’s specialty houses said 
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a few days ago, “in the matter of advance 
orders, since retail dealers seem to realize 
that a shortage is coming, owing to labor 
and material conditions.” As a result they 
are very anxious to take goods in as fast 
as they can be shipped. On many num- 
bers the house stated the supply is ample, 
so that shipping is of considerable volume 
at the present time. While there are some 
delays in some items, still all these goods 
are on the way from the factories and 
orders will be taken care of at least before 
any real serious delay will inconvenience 
their retail customers. 


St Louis 


CONSERVATISM AND 
CONSERVATION 


In the Market 
and the Factory 


While the manufacturers have been get- 
ting their sample lines in readiness for the 
traveling salesmen who are soon to take 
the road for the late Winter and the Spring 
campaign, there has been no disposition 
to hasten the men into their territories 
until the plants shall be as well equipped 
as possible to take care of the orders re- 
ceived, and the entire force, both selling 
and executive, prepared to handle the 
business which may be offered. The lim- 
itations on colors and styles, on factory 
capacity and other features of the situation 
have led to a determination to take no 
long chances. Most of the salesmen of 
the St. Louis concerns are in the market 
getting themselves in line for the new 
campaign, but it will be well into Sep- 
tember before they are all in their terri- 
tories. In the meantime merchants in 
the market for their seasonal Fall buying 
trips are placing orders to protect them- 
selves against the situation developing in 
colors and styles under the orders of the 
War Industries Board. In this respect 
manufacturers report the current business 
exceptional. 
fining themselves closely to the orders of 
the War Board, and no evasion of the re- 
strictions will be attempted. 


Fewer Bargain Clearances 
and More Carry-Overs 


The clearing sales of the retail shoe 
dealers and departments of the city are 
approaching the end, and as late as it is 
the current demand for whites and other 
hot weather goods is still noticeably good. 
The carry-over for the season will be a 
considerable one, not because the Sum- 
mer lines have not sold, but because 
the retailers have determined to make no 
unnecessary sacrifices. The advertising 
and the windows are beginning to present 


They are, however, con- 


the advance Fall types, and every indica- 
tion is now apparent of the nearness of the 
Fall season. 


WILL HOLD 
STRICTLY TO TERMS 


Short Credits and 
Prompt Payments 


The wholesalers and manufacturers of 
the St. Louis market have practically all 
reached the same conclusion as to terms 
of sale, and the footwear for delivery 
henceforward will be placed on order with 
the understanding that the bills will be 
payable in thirty days after shipment. 
The situation is such that manufacturers 
and jobbers alike realize that the only 
way in which they can maintain a satis- 
factory condition in their business is to 
hold the retailer up to the new terms 
strictly and make it definite, commer- 
cially, as it already is legally, that the 
responsibility of the shipper ceases when 
the goods are delivered to the carrier, and 
that any delays suffered are the problem 
of the buyer to work out with the trans- 
portation company. In fixing upon this 
system it has been determined that only 
such goods as are actually shipped shall 
be included in the thirty-day period, not 
goods a part of the same order but aot 
yet delivered to the carrier. 


The Newspapers Helping 
in Publishing Shoe Styles 

The local shoe retailers have been quite 
successful in their efforts to obtain the co- 
operation of the daily press in presenting 
the facts as to shoe styles, as affected by 
the War Board orders, to the public. All 
the five dailies of the city have printed 
considerable statements of the exact facts 
with relation to Fall and Winter styles 
and colors, emphasizing the difference 
between these and the Spring and Sum- 
mer, 1919, styles and colorings. The re- 
sult has already made itself apparent in 
the advance sales and in the attitude of 
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the public toward the advance Fall show- 
ings. There is also a growing belief among 
local retailers that reasonably complete 
lines of the present styles and colors which 
may have to be carried over will be readily 
salable another season, not alone on ac- 
count of the novelty difference from the 
future restricted styles, but also because 
of a belief on the part of consumers that 
the interests of the country will be best 
served by using up all materials rather 
than by condemning a color or a style 
because it is not of the current season’s 
production. 


A Full City Block Now a 
Wholesale Shoe Store 


The readjustment of the Brown Shoe 
Company’s quarters, due to the taking 
over of the eastern portion of the head- 
quarters building, heretofore occupied by 
a wholesale hat house, has been completed, 
and all the offices of the company are now 
settled in their permanent locations. In- 
cidental to this change the supply plant 
at Seventeenth and Locust Streets has 
acquired additional space through the 
removal of executive offices to the head- 
quarters building, and this new space has 
been given over to the bottoming stock 
section of the factory supply organiza- 
tion. The new offices, with their complete 
sweep of a full city block on the first floor, 
present a very attractive appearance. 


A Busy Department 
Enlarged and Improved 


The addition of considerable space to 
the men’s section of the shoe department 
at Sensenbrenner’s has been effected by 
changes in the location of the general offi- 
ces. At the same time more space has 
been given to the offices in which President 
Joseph J. Sensenbrenner of the local asso- 
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ciation, who is also chairman of the gen- 
eral convention committee for the 1919 
session of the National Shoe Retailers’ 
Association, performs his daily labors. 


A Shoe Store Fire 
But No Fire Sale 


The Reid Shoe Company’s retail store, 
which was damaged by fire and water 
recently, is being put in shape for the new 
stock which has been purchased and 
which will, it is expected, be ready for the 
Fall trade within a very short time. After 
the fire it was determined not to have 
anything in the, nature of a fire or clear- 
ance sale, and the stock was disposed of 
through the insurance adjustment. Then 
the buyers of the concern made it their 


‘business to get a completely new stock, 


which will soon be opened for the inspec- 
tion of the public. 


Samuels’ New Building 
Well Under Way 


The new building under construction 
for the Samuels Shoe Company is. being 
pushed forward rapidly, and the concrete 
framework is now up to the final story. 
The walls have been begun, and it is ex- 
pected that the company will be able to 
move into the building in October or No- 
vember. Handsome equipment for the 
building is already under construction. 


A. G. White, advertising manager for 
the Brown Shoe Company, has completed 
arrangements to enter military service 
‘some time in October, and is clearing up 
the affairs of his department preparatory 
to his departure. The company is to hold 
the department for him until his return, 
handling the business developing therein 
with the present force or by the installa- 
of temporary assistance, if necessary. 


Chicago 


LOW SHOES 
STILL SELLING 


And Fall Specialties 
Shown in the Windows 


Fine weather in Chicago is encouraging 
the merchants to continue to push their 
Summer goods. That the public feels 
the spirit of this weather and abides itself 
accordingly is clearly shown.in the manner 
in which they are making purchases of all 
the various offers of local shoe stores. 
This is leading the merchants to believe 
that the low shoe season will well extend 
into late Fall. 

Besides featuring low shoes, many of 
the stores are announcing new Fall spe- 


cials. Fairly good success is meeting 
these offers, and all the merchants have 
every confidence, that they will be kept 
busy throughout the season. In fact, 
present indications point to an exception- 
ally fine business, exceeding that of many 
seasons before. 


In the wholesale district most of the 
officials have returned from vacations and 
buying trips to manufacturing points, and 
are rapidly getting in harness to be pre- 
pared for a large Fall business. Many of 
the wholesalers are preparing catalogs to 
show their lines, as in former seasons, 
thus expressing their confidence of filling 
orders in large quantities. 
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Resignation of 
Shoe Store Manager 


C. J. Stevens, manager of I. Miller’s, 
39 South State Street, has announced his 
to become effective early in 
Future plans will be given 
out in a few days. Under the able man- 
agement of Mr. Stevens the I. Miller 
store has had a remarkable growth in 
an exceedingly short period. All of his 
many friends are interested in his forth- 


resignation, 
September. 


coming announcement. 


Preparing for the Convention 
Chicago Delegates Appointed 


At the meeting of the Chicago Shoe 
Travelers, held on Thursday, August 22, 
at the Morrison Hotel, which was the last 
meeting of the season, the following mem- 
bers were appointed as delegates to rep- 
resent the Chicago unit at the convention 
of the National Shoe Travelers’ Associa- 
tion, which will be held in Chicago, Janu- 
ary 3 and 4: 

Rosecrans Murphy, H. L. Ware, J. B. 
Richardson, E. B. Slocum, H. M. Pulker, 
Ralph Staedecker, A. H. Hopkins, Ben 
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Davis, John Roeder, W. E. Patterson, 
John Jackson, G. G. Rhoades, Joe Kolisky, 
Simon Ruwitch, Joe G. Taylor, Harry 
Sweitzer and Frank B. King. 


Going After 
Fall Business 

In feeling out the sentiment among the 
big advertisers, it is gratifying to learn 
that optimism seems to strongly predom- 
inate with most concerns. This is par- 
ticularly noticeable with the Scholl Manu- 
facturing Company, who are now launch- 
ing a very extensive magazine advertising 
campaign, which will make the demand 
for their line of goods stronger than ever 
before. 

The first piece of copy will be a full 
page appearing in the Literary Digest on 
September 7th, and a well-planned, con- 


* tinuous bombardment will continue until 


January 1, 1919. 

The Scholl people are great believers in 
publicity, and the success and steady 
growth of their business is one of the best 
indications that their policy is sound and 
well founded. 


Cincinnati 


CLEARANCE SALES 
STILL HOLDING 


And Fall Lines 
Appearing in Windows 

While there is some demand for Fall 
goods, especially on the part of women, 
volume has resulted lately more from clear- 
ance sales than from new goods, as the 
weather has been such as to make bargain 
offerings of Summer footwear look good 
to the public. It is noticeable that the 
reductions are greater on men’s goods 
than on women’s, showing the effect of 
the war on the business of dealers in men’s 
wear, through the loss of thousands of 
customers to the Army. Prices on new 
Fall goods do not show heavy advances 
in any department of the trade, however, 
and were it not for higher labor cost it 
would seem probable that the top of the 
market had been reached a season or two 


ago. * 


Forecast for 
Spring, Lines 

Progress on Spring sample lines is some- 
what slow. Intimations received seem to 
favor oxfords extensively. The Louis 
heel will divide honors with the Cuban and 
military models about as last season. 
Chief interest, however, centers on the 
methods which will be adopted by’ the 
manufacturers in the way of novel designs 
to smarten their lines, and in view of the 
distinct tendency toward plainness and 


quiet effects, it is the general belief that 
reliance will be placed principally on the 
clean lines of good shoemaking. 


The Labor and Wage 
Question May Delay 
Salesmen’s Departures 


With several branches of labor -yet to 
hear from, and with the certainty that 
they will demand about the same liberal 
advances in wages that other workers 
have asked, shoe manufacturers are re- 
signed to the situation, and this means 
that the adjustment of the wage scale in 
the Cincinnati district will have to be 
made before the manufacturers can send 
their salesmen out. As September 1, the 
date on which some manufacturers had 
planned to send their men to their terri- 
tories, is just ahead, it seems probable 
that a postponement of the date of depart- 
ure will have to be made. 


Enlistments Make 
Readjustments Necessary 


The Julian & Kokenge Company has 
taken care of the New York and Penn- 
sylvania territory formerly covered by 
H. B. Sanford, now in the Army, by allot- 
ting Pittsburgh to Fred Farwell, their New 
York City and Eastern man, and by as- 
signing to J. S. Frohman, who has been 
handling New York City with Mr. Far- 
the remainder of New York and 
News has been 


well, 
Western Pennsylvania. 
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received at the factory that Mr. Farwell 
and his wife suffered painful injuries in 
an automobile accident, but that he will 
be able to make his trip on time. 


Short Paragraphs 
About Shoe Men 

H. C. McLaughlin, of the Potter Shoe 
Company, had the misfortune last week 
to lose his father, Edward F. McLaughlin, 
who died at the family home in Price Hill 
at the advanced age of seventy-three 
years. The elder McLaughlin was for 
many years a member of the city fire de- 
partment of Cincinnati. 

W. A. Julian, president of the Julian 
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& Kokenge Company, is in Washington 
on business connected with his war activ- 
ities, and those who are aware of the pur- 
pose of this visit intimate that develop- 
ments of more than ordinary interest may 
result. 

The new shoe department of the Irwin 
Company has been receiving the benefit 
of liberal and well-handled newspaper 
advertising, which is beginning to place 
the newest addition to Cincinnati’s shoe 
shops firmly in the public mind. Unusv- 
ally attractive goods for Fall are offered 
at the Irwin store at moderate prices, and 
this is serving to introduce the depart- 
ment very favorably to Cincinnati women, 


Lynn 


““RECORDER” ILLUSTRATION 
OF REMODELING LASTS 


Induces Conservation Board 
to Rescind Prohibition 


Samuel C. Mason, of Victor Last Com- 
pany, and H. T. Bristow, of H. T. Bristow 
& Company, last remodelers, went to 
Washington, and presented an appeal to 
be allowed to remodel lasts, after hearing 
that the remodeling of lasts was to be for- 
bidden. They used the recent “Recorder” 
story about remodeling or replenishing 
lasts as an exhibit. The Conservation 
Board issued an order allowing the re- 
modeling of lasts, as was set forth in the 
“Recorder” of last week. 


LYNN WILL ACCEPT 
THE LIBERTY SHOE 


And Demonstrate 
Its Practicability 


Lynn manufacturers accept Liberty 
shoes, in spirit, letter and fact, and will 
endeavor to make the best Liberty shoes 
in the world for the money. 

To make popular shoes, at popular 
prices, goods that will please the mass of 
people, is the fundamental policy of the 
Lynn shoe manufacturing industry. The 
Liberty shoe proposition just fits into it. 


Stirs Inspiration and Starts 
Initiative to Economy 

“Tt hits us just right, this Liberty Shoe 
proposition,” says.a Lynn manufacturer, 
“for it gives us opportunity to develop 
and demonstrate practical economy in 
manufacturing. We now have an inspira- 
tion for thinking out new and better fac- 
tory systems, which will tend to make our 
product better than the other fellow’s, 
even though both of us are working ac- 
cording to the same rules. The shoe 
business will be like a game of golf, played 
according to the rules, and the most skilful 
man wins.” 


Manufacturer’s Son 
Wounded in France 


E. T. Brown, of J. Brown & Sons, Salem 
shoe manufacturer, had a cable last week 
telling him that his son, 
Lawrence Brown, was wounded in the 
ankle, fighting in France. 


Preparing for the 
Rebuilding of Russia 


M. B. Kesselman is at the United Shoe 
Machinery Company plant at Beverly, 
observing shoe machinery, with the pur- 
pose of acquiring knowledge to be used in 
the rebuilding of Russia. He is a graduate 
of the University of Kiev, Russia, and is 
at present a professor of foreign languages 
in Boston University. 


A Few Finishes 
in the Peabody Bag of Tricks 


Let no shoe buyer imagine that all is 
over in the improvement of leather, for the 
Peabody tanners still have many new 
ideas in their bag of tricks. Next season 
will see new leathers- and better leathers, 
all conforming to the C. B. regulations. 


Grays Are Passing 
Until After the War 


The making of gray leather has come 
to an end in a number of North Shore tan- 
neries, and the making of gray shoes is 
being hastened towards its end in Lynn 
shoe factories. 


Miss Lynn to Take 
the Road Again 


Miss Lynn, footwear fashion favorite, 
will play ““The Lady of Shoes” at the open- 
ing of a new store in Meriden, Conn., 
September 4 and 5, and she will appear, 
later in New Haven. Edric R. Taylor, 
who put on “Lynn’s Footwear Fashion 
Forecast” at Chicago, last January, will 
direct the production of “The Lady of the 
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High Quality Shoe 
Laces for the Manu- 
facturing Trade. 
Write for Samples 
and Prices. 


J.& B.SALES CO. 
nee oa 








$1. 


BENCH 
MADE 


Wm. Sumner Smith 
CHICAGO 
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“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 
D. T. DUDLEY & CO. 


Haverhill, Mass. 
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Se, Insoles of all kinds 
%e, 
©4 Made by the House that 








Transparent Celluloid and 
Dust-proof cover (patented) 
Send for Samples and Prices 
GORDON MFG. CO. 
285 WEYBOSSET ST. PROVIDENCE, R.1. 
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Shoe.” Miss Lynn will wear the newest 
models of Lynn shoes, made according 
to the C. B. regulations. 


Kidskin Making Has Declined 
from 12,000 to 8,500 Dozen 

A Lynn leather man figured kid leather 
production in this country like this: 20,000 
dozen in 1916, 17,000 dozen in 1917, 12,- 
000 dozen in the first half of 1918, 8,500 
dozen at the present time. This decrease 
means scarcity of kid shoes. 


Grindstones Essential 
to.Lynn Shoe Production 

A car load of grindstones came to Lynn 
the other day, each one as big as a tip cart 
wheel. They came as “an essential.” 
They will be used for sharpening the dies 
with which soles of shoes are cut. One of 
these big wheels is ground away in two 


weeks. 


Service Flag for 
Shoe Men in France 

William S. Brophy, secretary of Brophy 
Bros. Shoe Company, is with the 26th 
Division...in . France. .,Thirty employees 
of Brophy Bros. are in the service, and 
there is a new service flag at the entrance 


to the factory. 
} 


Former Salesman Now 
Machine Gun Instructor 

Lieutenant Frank J. Mooney used to 
sell leather for Woodward & Cochey, of 
Lynn. Now he is an instructor of ma- 
chine gunners in the aviation corps in 
France, according to a letter that came to 
the Lynn office the other day. 


Addition to 
Manufacturers’ List 

Edward F. Mills has begun to make 
children’s turn shoes at 66 Willow Street, 


Lynn. He was formerly with Mrs. A. R. 


King Company. 








The Proper Dress- 
ing for Every Shoe 
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Haverhill — 


SHOE FIRM HAS 
WAR ORDER 


Local House to Make 
Helmet Linings 

The Haseltine & Colby Shoe Co., who 
are producers of women’s footwear are 
taking up other lines. They have been 
awarded by the United States War De- 
partment an order for 500,000 helmet lin- 
ings. These are to be delivered at the 
rate of 25,000 weekly. New machinery 
is to be installed for the production of this 
work and many additional employees will 
be required. The completion of this con- 
tract will require from five to six months’ 
time. This house has been for some time 
producing Army leggings and is now well 
along toward the completion of a contract 
for these goods. 


WILL COVER 
SOUTH AND WEST 


Manufacturer’s Representative 
Enlarging His Territory 


Walter C. Cushman, representing Cush- 
man & Hebert of this city, who has been 
calling on the wholesale trade in Southern 
territory for that house, is enlarging the 
scope of his travels. Mr. Cushman will 
now, in addition to looking after his South- 
ern trade, travel in the Western territory 
formerly covered by H. S. Lockwood. 
Cushman & Hebert are among Haverhill’s 
largest and best known concerns. They 
are identified with the production of 
women’s McKay and welted footwear for 
the wholesale trade, having a Boston 
office at 60 South Street, where Mr. Cush- 
man will show samples to the visiting 
trade. 


BUYING SPRING 
GOODS EARLY 
Many Merchants Have 
Placed Their Orders 

Unusual conditions prevailing in the 
manufacture and deliveries of footwear 
have brought about an equally unusual’ 
plan of buying on the part of numerous 
shoe merchants. During the past twu 
months there have been many trade visi- 
tors in Boston offices of Haverhill con- 
cerns, as well as in local factories. Many 
of these men didn’t return home until they 
had placed their complete orders, so far as 
possible, for the Spring season. A mem- 
ber of one of Haverhill’s large shoe manu- 
facturing houses, in commenting upon this _ 
situation, said: “There is no doubt that 
fully one-half of my Spring season’s bus- 
ness has been already booked in Boston 
and here at the factory. These orders will 
naturally receive early attention. Buyers 
who were sufficiently foresighted to antici- 
pate delays if orders were placed later 
will be in a position to obtain their goods 
when needed.” 


Keep Customers 
Satisfied 

It is the aim of Haverhill shoe manu- 
facturers to satisfy customers so far as 
war conditions permit. If an_ entire 
order can’t be shipped, at least a portion 
can be forwarded. In this way many 
dealers can be supplied as regards actual 
needs from munth to month. However, 
with improvement in production, which 
is now obtained and resultant speeding up 
of factory output, there is every reason to 
expect reasonably prompt deliveries on all 
orders for Haverhill-made footwear. 


Brockton 


TO BID ON 
ARMY CONTRACTS 


Will Ask for Share 
in Fighting Footwear 

Many Brockton concerns are interested 
in the Government’s program of making 
awards for 7,000,000 pairs of Army shoes 
and more than 1,000,000 pairs of Navy 
shoes. It is stated that the following 
houses are among the bidders for the 
4,000,000 pairs of Pershing trench shoes 
and the 3,000,000 pairs of the new style 
marching shoes: Charles A. Eaton Com- 
pany, Fred F. Field Company, George E. 
Keith Company, T. D. Barry Company, 
E. E. Taylor Company, Condon Bros. & 
Company, Howard & Foster, W. L 
Douglas Company, The Préston B. Keith 


Shoe Company, The Diamond Shoe Com- 
pany. 


To Bid on 
Navy Shoes 

Following are the names of local con- 
cerns who will bid on Navy footwear, the 
call for which it is expected will run as high 
as 1,700,000 pairs: Churchill & Alden 
Company, E. E. Taylor Company, T. D 
Barry Company, Thompson Bros., Inc., 
Stacy-Adams Company, Brockton Co-op-- 
erative Boot & Shoe Company, and others. 


Good Record 
for Production | 
Brockton factories have made a splendid’ 
record as regards quality of production 
(Continued on page 61) 
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The Bates “Triple Entente’”’ 


i OOKED at in one way, any 


really successful shoemak- 
ing business is a “triple 
entente”’ all by itself. 


The three loyal allies composing 
it are: (1) good manufacture; 
(2) good distribution; (3) good 
sales. 


We like to believe that the Bates 
“Entente’? is strong, effective and 
reputable in each of these three 
particulars. Because— 


Bates Shoe quality is a recog- 
nized standard for men’s mod- 
erate-price footwear; Bates Shoes 
are on sale in several thousand 
well-known, up-standing shoe 
stores scattered all over the coun- 
try; the retail sales of Bates Shoes 
have shown a healthy increase 
each season, each year. 


Note this: Bates National Ad- 


vertising—which begins its regular 
Fall ruh in next week’s SATUR- 
DAY EVENING POST—is a 


lively, valuable pace-maker for all three 
branches of the Bates Shoe business. 


This advertising requires that Bates 
quality of manufacture stay high—for 
reputation’s sake. 


It constantly broadens our distribu- - 
tion, because POST advertising goes 
everywhere and helps expand the demand 
for Bates products. 


It stimulates individual retail sales, 
because our advertisements in the POST 
feature Bates Shoe styles that are 
demonstrated successes for every man 
who takes a sensible view of practicable 
shoe-economies. 


All this shows why the Bates Local 
Agency proposition has a potential 
value for live shoe dealers who keep 
step with the demands of the times. 
Would you like to be put into touch 
with our Spring, 1919, line? Bates 
salesmen are now on their trips. 


A. J. BATES COMPANY 


FACTORIES AND 
GENERAL OFFICES 
WEBSTER, MASS. 


CENTRAL DISTRIBUTING HOUSES 
328 W. MONROE STREET 
CHICAGO, ILL. 




















40 Beacon Salesmen 


Will be on their territories Monday morning, 
September 9, with the new, Spring, 1919 line 
of Beacon Shoes. 





Our Spring line of samples complies to the 
letter with regulations prescribed by the War 
Industrial Board. 





The Beacon Agency is a valuable asset to a 
dealer’s business. If there is no Agency in your 
town, write us. 














Beacon’s are the most popular, medium-priced 
shoes and the most extensive i 
Exclusively Men’s. 


UUTTE-? 


( F-M-HOYT SHOE CO: 


MANCHESTER :-N°H- 
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40 Speedwell Salesmen 


Will be on their territories covering every state 
with our new Speedwell Line For Men conform- 
ing to Government regulations. 











During this period of uncertainty, ever chang- 
ing conditions and price revisions, great care 
should: be exercised in purchasing. 





You may find it necessary to introduce new 
lines in your stock. If so, why not consider the 
**Speedwell Shoe”’ Exclusive Agency? 





A new line of Men’s Shoes made by an old firm 
to meet present day requirements. Why not 
write us about it! 
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( F-M-HOYT SHOE co-) 


MANCHESTER -N:H: 
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FIRST WITH THE IDEA 
FIRST IN QUALITY 
FIRST IN GUARANTEED 
SERVICE 
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Trim No. G400 


Plate Glass Shelves 


Glass Pedestals 


We Show the 
Largest Line of 
Up-To-Date 
Glass Shoe__ 
Fixtures in the 
United States 


No. G400 shows a small trim 

made up of glasses and pedes- 

tals shown herewith. Designs 

and trims can be made in bewildering variety 
and to fit any window. Send for glass shoe 
fixture booklet giving full details and _ and 
showing additional trims. 

No. 971G is a fixture made in various tides and 
heights and has been adopted by O’Connor & 
Goldberg, Feltman and Curme and other large 


' State St. retailers, as well as by many merchants 


in other cities. Send for our Glass Booklet G. 

We also issue catalog “D” of “Period’’ wood 
shoe fixtures; catalog ““E” of metal shoe fixtures, 
valances, plushes; and catalog “W” of plain 
wood shoe fixtures. SEND F a> ALL OR 
YOUR CHOICE. 

In writing us mention which es you are 
interested in. 


The Hecht Fixture Co. 


MEDINAH BLDG. 
Wells St. & Jackson Boul. 
CHICAGO 
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Do You Hold ~ 


Your Little Customers? 


from season to season with poorly-made shoes, or with 
quality-made shoes? 
HIGHER RETAIL PRICES 


are causing the mothers of your children’s trade to be more critical 
of the values they buy in évery shoe store. 


THEY ARE WILLING ; 
to pay advances in cost of shoes, if they get real values. If you 
give them less they will buy elsewhere. 


K-Z SHOES FOR MISSES AND CHILDREN 
are sound all through, of best quality soles, uppers, 
counters, etc. 


See samples and convince yourself — 


Kalt-Zimmers Mfg. Co. 


* _@ 
io, et —Pases a sn der Milwaukee, Wis. 
Za ~ No. 16. Sizes 5 to 8; 84 to 11. 


« “ - 


| 
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and promptness of delivery of Army and 
Navy shoes. There is no doubt that this 
will count strongly in their favor as regards 
receiving new contracts. The highest 
skilled and best paid labor in any shoe 
city in the United States is that which is 
represented in the production of Army, 
Navy and civilian footwear in Brockton. 


WOMEN’S SHOES 
FOR SPRING 


Good Showing of 
Samples in This Line 


Realizing the important part which 
women’s footwear will play in the sale of 
shoes for the coming season, Brockton 
manufacturers are, with few exceptions, 
planning to show samples of these goods. 
As in men’s low cuts will predominate in 
the Spring styles. As in the men’s goods, 
women’s shoes will represent high class 
selling qualities, combined with conserva- 
tive style features and the best quality 
of materials and workmanship. Women’s 
goods will be carried in stock in Brockton 
factories during the next few months to a 
greater extent than ever before in order 
that merchants who buy ‘Made-in- 
Brockton” footwear for women can have 
their needs supplied the same way as in 
the men’s footwear. During the Spring 
of 1919 women’s welts made in Brockton 
factories will be an important factor in the 
production of these plants, judging by the 
large amount of business which is already 
assured. 


**MADE-IN-BROCKTON”’ 
EXHIBIT 
To Be a Feature 
of the Brockton Fair 

By way of introducing a novelty at the 
Brockton Fair, which is to be held this 
year early in October, a ““Made-in-Brock 
ton” exhibit will be inaugurated. It will 
indicate to the thousands of fair visitors 
that Brockton, while primarily a shoe 
manufacturing city, is identified in many 
other lines of production. The “‘Made-in- 
Brockton” idea is one which was many 
years ago introduced and boosted by the 
“‘Recorder.”’ It was first applied only to 
shoes though later extended to other lines 
of local production. Many concerns in 
this city endorsed the design for use on 
their products. Some are employing it 
at the present time. 


Some of the 
Exhibition Entries 

Among the concerns in shoe and kindred 
lines which have already signified their 
intention of being represented at the 
Brockton Fair exhibit, and have made 
entries through the Brockton Chamber of 
Commerce, which is fathering the plan, 
are: W. L. Douglas Shoe Company, 
Eclipse Blacking Company, Tolman Print, 
Inc., Brockton Webbing Company, United 
Shoe Machinery Company, Tolman-Dav- 
idson Press, Wade Mfg. Company, Brock- 
ton Heel Company, Superior Polish Com- 
pany, Mohawk Moccasin Company, and 
Walker Webbing Company. 


Rochester 


SAMPLES READY 
SALESMEN ALSO 


Prices Not Expected 
to Go Any Higher 


The Rochester Shoe Manufacturers have 
practically completed their samples now 
and the salesmen will be going out in about 
two weeks. 
pany, Inc., force will all-be gone in three 
weeks at the most. The samples.are all 
very plain in accordance with the gov- 
érnment recommendations, but an enor- 
mous volume: of business is anticipated 
on them. 

“Shoes will not cost more than at pres- 
ent. They may cost less,” was the state- 
ment of one of the local manufacturers 
today, following his attendance at one of 
the meetings of the War Industries Board 
in Washington this week. It was empha- 
sized at this meeting that profiteering in 
leather. manufacturers would not be’ toler- 
ated. The board’s announcement, re- 
ferring to its recent establishment of -maxi- 
mum prices on soles and belting leather, 


In fact, the John Kelly Com-. 


which, in turn were based on a limit scale 
of prices, for hides, establishing a max- 
imum under the prevailing market, warns 
that: 

“Within. the maximum prices, the law 
of supply and demand should have its 
influence on..trade prices of all commod- 
ities,” and- “the price fixing committee 
does. not intend that maximum prices 
shall obtain. unless , such prices are jus- 
tified by the law of supply and demand.” 
Asked: what effect this would have on 
shoes, .a Rochester representative said 
that the possibilities was that they would 
cost less after the effect of a price fixing 
became fully operative. 


BABY COUNCIL’S 
ANNUAL OUTING 


An Occasion of 
Huge Enjoyment 

The youngest council in the Rochester 
Chamber of Commerce, the Commercial 
Travelers’ Council, a promising youngster, 
held its first annual outing at Manitou 
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Beach on Saturday, August 24. This 
council, sometimes referred to as the baby 
council of the Chamber, is very active and 
has a membership of 110, all of whom are 
traveling salesmen representing all the 
industries of Rochester. It is confidently 
expected that before the close of the year 
the number will at least reach 200. About 
half of these members are shoe men. The 
chairman is Gus. A. Schaub of the Sher- 
wood Shoe Company. Porter Van 
Deusen, membership secretary of the 
Chamber of Commerce proper, is acting 
secretary of the council. Not only mem- 
bers of the Chamber who are traveling 
salesmen or sales managers were invited 
to the outing, but many United Commer- 
cial Travelers and members of the Com- 
mercial Travelers’ Mutual Benefit Associa- 
tion were present, also the wives and 
families of the salesmen. ‘Transportation 
was furnished by auto starting from the 
Chamber of Commerce at one o’clock. 
The first number on the program was a 
baseball game between the shoe men and 
clothing men. The clothing men won by 
a very. close margin, the score being 7 to 6 
in their favor. Following the game unu- 
sual stunts and various sporte were pro- 
vided. All but three prizes were awarded 
in War Savings Stamps. A fine dinner 
was served at the Hotel Manitou at 6 
P.M., after which all the guests danced. 
Every one pronounced the affair a “howl- 
ing’’ success, and it was voted to make it 
an annual occasion. The general com- 
mittee in charge was: J. P. Byrne of John 
Kelly, Inc., chairman; and C. B. Rowley 
of Sherwood Shoe Company, chairman of 
Committee of Sports. 


Sam Vaisey 
the Guest of Honor 


At the weekly meeting of the council 
held at the Chamber on Wednesday, 
Samuel B. Vaisey, the first Rochester 
man to be decorated with. the. medal of 
St. Stanislaus for his bravery asa Y. M. C. 
A. worker in the Russian Contingent, 
fighting in France, was guest of honor. 
Mr. Vaisey is spending a short leave of 
absence in this city. When.he returns 
he is to take up special work for the Army, 
the nature of which he is not permitted to 
divulge. Mr. Vaisey is the son of Mr. 
and Mrs. Samuel Vaisey of 93 Lnasdale 
Street and is. one of five brothers in the 
country’s service. He is a member of the 
Rochester Association of Traveling Shoe 
Salesmen. i 

ays 
Salesmen’s Association 
‘Plans for Season’s Work 


The Rochester Association of Traveling 
Shoe Salesmen has resumed its work for the 
coming season. At the meeting held this 
week at the Powers Hotel the nominating 

(Continued on page 69) 
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é ( fhe House. of Smart Shoe 


WES EXTRAORDINABSGY 


1800—Wos. Rus- 2502— Was. Bik. 
sia Tan Side 9-in. a O O ~ Vici Kid 9-in. Pol., 
Pol., Wing Tip, Invisible Eyelets, 


Invisible Eyelet, Goodyear Welt 
Goodyear bese $4 

















2501—Same in M 


1622—Same = Ready to Ship Now itary Heel onas 
0. conatees. ‘aol 








Sizes 2 1-2 to 8 Widths A to D 


High Grade Flexible McKays 


1619—Wos. Gray Side 9-in. 2006—W os. Havana Brown Vici 
.. Invisible Eyelets, Half Kid, 9-in. Pol., Invisible *ye- 
i 1 $4.50 lets, 12-8 Military Hee). .¢4 #0 
Seay, Side 9-in. 2004— W os. Havana Brown Vici 
Pol., Invisible yelets 12 Kid Vamp Cloth Top to Match, 
Military Heel $4.50 Half Louis Heel $3.85 
2001—W os. Golden Brown Vici 2002—W os. Havana Brown Vici 
Kid, 9-in. Pol., Invisible Ey Kid, Vamp Cloth Top to Match, 
lets, Half Louis Heel $4.75 Military Heel $3.75 
200144.—Wos. Havana Brown 2003—Wos. Pat. Vamp Khaki 
Vici Kid, 9-in. Pol., Invisible Cloth Top, Half Louis Heel 
Eyelets, Half Louis Heel. .$4.75 £3 75 


Rogers Bros. Shoe Co. 


119 Lincoln Street, Boston, Mass. 
135 Bush Street, San Francisco, Cal. 
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NEW 
SHOE 
FIXTURES 
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* ! The new Polay-Jennings catalog has won- 

For Fall Dis lay derful ideas on shoe window trimming. 
‘ ° Shows many suggestions in ivory, ma- 

hogany, walnut and gold effects. test creations by D. A. Polay—America’s foremost shoe 


dure designer. 
nate for thie new catalog and see the new attractive wood, glass and metal shoe fixtures. Used 


by highest class shoe merchants—such as O’Connor & Goldberg; Grossman’s, I: Miller; Cutler’s, 


hundreds of others. : 
Catalo eae full description and prices. It will help you brighten up your windows and 


bring them up-to-date. WRITE FOR CATALOG NOW! 


x. at isu POLAY-JENNINGS FIXTURE COMPANY 


ES comveile plate 1009 Blue Island Avenue, Chicago 


glass top plateaux. 
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ITE-WAY White Shoe Cleaner for Kid, Calf, 
Suede, Canvas and Buck. No White Dust. 
Non-injurious.. Never cracks the leather. 


Always repeats. 


Rite-way Shoe Creme. Made in all colors to match 
the leather. A perfect combination of olive oil, castile 
soap and wax. Cleans, polishes and water-proofs the 
leather in one operation. Applied with cloth. 


Made in 
25 Rite-way products are sold by leading dealers every- 
Cc where. The line of quick turnovers. 


size only 
All colors Our new improved package now ready 
Satisfaction guaranteed 
$1.85 


per dozen 


iii itil iii iti te 


Quick delivery—order from your 
jobber or direct 


SPECIAL FALL ASSORTMENT 
3 Dozen White Shoe Cleaner ? Z 
2. Field Mouse Creme Special Price 
1 Pearl Grey 
1 wary es shies * One Gross 
1 ark Brown 5 
I Chocolate . $2 1 .00 
1 
1 








_ Mahogany Red = “ F. O. B. Chicago 
Plain Neutral Grey 
2% 10 days; 30 days net 


i FA SHELDON BOOTH & CO. 
5007 ae tok ped “Aeodll 


CHICAGO 














Wioilcaitasesinsanbebedaubeesctoveueiolasseuieasstbestesneesie 
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NDICATIVE of fall 
merchandise now be- 
ing shipped by Harney to 


STEIN & COHN 
107 Duane Street 
NEW YORK CITY 


Their Stock Number 
1088 


Specifications 





Mahogany Vamp, 9 in. Polish Boot, Topped by 
Tasty Brown Cloth, 17 Last, 18-8 Half Louis 
Heel. Artistic Fleur De Lys Tip. Welt. 


Mahogany Boot 


P. J. HARNEY SHOE COMPANY 


Lynn, Massachusetts 


Boston Office and Coast Distributors 
H.S. BELL & COMPANY 


183 Essex Street Los Angeles 


Salesroom 
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War Leather for Army 
and Civilians 

Labor Day is usually the dividing line 
between Midsummer dulness and Fall 
activity in the leather business. It is 
hoped that such will be the case this year. 
At any rate, the month now closing has 
been far from satisfactory in the amount 
of business done. The Fall business may 
not start automatically next Tuesday, for 
the outlook is clouded somewhat by the 
labor troubles which seem to complicate 
themselves instead of untangling. How- 
ever, a considerable amount of movement 
is taking place. The Army and Navy 
shoe contractors must have leather right 
along. More orders from the Government 
mean just so much more demand for 
leather, and there are enough civilian 
shoes ordered to require large amounts, 
some of which may be in the shoe facto- 
ries, but most of which is still to be 
bought by the shoe manufacturers. 


Brisk Market Expected 
in September 


There has been some increase in demand, 
not a heavy increase, but enough to en- 
courage the trade that some briskness 
will be injected after the holiday. Nearly 
all grades except those used on Govern- 
ment work can be bought at less than 
fixed maximum, but each day they ap- 
proach nearer to the fixed figures. Heavy 
hemlock sole is well sold up, middle 
weights show good inquiry, but light 
weight is offered at slight concessions. 
Union sole shows better demand than a 
week ago. Heavy steer backs held at full 
maximum. Packer cowbacks quoted 65c 
to 70c, and seconds 2c cheaper. Oak sole 
is fully sold up on heavy, and middle 
weights well absorbed. Bends are quoted 
at 88c, 86c and 84c, and backs 77c, 75c and 
7lc. Belting butts show good inquiry, 
with present quotation 96c, 94c and 92c, 
some choice butts, however, held at 98c. 

Offal of all tannages show some sales. 
Large sales of hemlock bellies reported 
at 14c, though ruling price is around 
l6c. Union bellies are selling at 17c 
to” 19c for light and 2c higher for 
heavies. Shoulders are quoted 25c to 30c 
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for hemlock; 45c to 50c for union, while 
double oak shoulders have sold to large 
buyers at 63c to 65c. 


Status of 
American Leather Prices 


The upper leather market cortinues 
moderate, though in the aggregate, quite 
a goodly amount is going forward. Calf 
leathers are in good demand, both in 
black and color, in the better qualities, 
but low grades need pushing to change 
hands. Colors range from 60c to 72c ac- 
cording to weight and grade. Black calf 
55c to 60c. Side upper leather sells fairly 
well in browns, at 45c to 48c, and white 
in buck finish, though black side leather 
shows very little new business with quo- 
tations ranging 40c to 45c. Finished 
splits quiet at unchanged prices. Patent 
calf and kid ordered ahead. Patent sides 
in fair call in women’s weights around 50c, 
but not much call for heavier weights. 
Glazed kid moves fairly steadily, browns 
going fairly well; and there is still a call 
for grays, showing that some manufac- 
turers expect to continue cutting up to 
October 1. Sheepskins quiet in black 
but fair call for white and colors. 


Hide Market 
and Its Activities 


There is little call for New England 
hides but dealers are holding firmly for 
20M%c to 21M%c for all weights, and Ic 
higher for extremes. Buyers figures are 
Vgc to Ic below, and little trading is done. 
Ohio buffs held at 20)4c to 21c, though 
most sales are reported at these figures 
with a fair proportion ofextremes. South- 
erns are bringing better prices at the West, 
and very few offered in Boston market. 

The Chicago packer hide market is at 
the maximum, some 50,000 to 60,000 hides 
selling at those rates last week. Native 
steers are in greater demand than sup- 
ply. Some June-July heavy steers sold 
at 33c and heavy Texas 3lc. 
light Texas sold at 30c. Prices at 
which present take-off are held are full 
maximum in all grades, with most packers 
sold up to October 31, or will hold for 
their own tanneries. 


35,000 


The Chicago calfskin market is steady 
and firm. Packers and city skins selling 
at the maximum, 44c. Outside cities 
38l4c. Countries 34c. New York calf- 
skins very firm with sales steady at $4.00, 
$5.00 and $6.00, and city kips $7.00 to 
$7.50. 

In some dry hides, sales are reported at 
lc under maximum prices. Wet salted 
offerings small, and prices generally held 
at maximum. 


Rochester Notes 


Mr. Everest of C. P. Ford Company, 
accompanied by his family is enjoying an 
auto trip this week to New York, Atlantic 
City and Philadelphia. 

Roy Schneider of John Kelly Company, 
Inc., is also touring through the Adiron- 
dacks and neighboring country. 

F. L. Emerson, treasurer of Dunn and 
McCarthy, Auburn, N. Y., was appointed 
last week as Purchasing Officer for water- 
proof clothing for the United States Army. 
At present he is stationed in New York. 

Charles French, formerly in charge of 
the stock-fitting department of the 
Niagara Shoe Company, Inc., of Buffalo, 
N. Y., has accepted a position in the cut, 
tap and toplift department of J. W. & A. P. 
Howard & Co., Ltd. of Corry, Pa. 

Edward Buff, of the Rochester office of 
the United Shoe Machinery Company, 
who holds an honorable discharge from the 
United States Army, has re-enlisted and 
has been appointed as sergeant in the 
Quartermaster’s Corps at Syracuse. 

George Doak, employed during the past 
six months by the Sterling Shoe Company, 
Rochester and Syracuse, has been ap- 
pointed manager of the local branch. 
Previous to his engagement with the above 
firm, he traveled throughout the West for 
three years for Charles E. Pedro. 


New Shoe Stores 


Rothrock & Green, Fargo, N. D. 

Andrew Battan, Caspian, Mich., shoe 
department. 

G. N. Steffens, Russellville, Mo., shoe 
department. 

F. &. G. Clothing and Shoe Co., 
Manchester, N. H. 
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217—Silver Cloth Opera, 15-8 Full 
Louis Heel Price $3.85 


216—Gold Cloth Opera, 15-8 Full 
Louis Heel Price $3.85 


224—White Satin Opera, 15-8 Full 
Louis Heel Price $3.00 


225—Black Satin Opera, 15-8 Full 
Louis Heel Price $3.00 


N B The season is now on for 

7 =** the above shoes, and you 
will do well to have an ample run of 
sizes on hand. All numbers in stock. 
Deliveries at once. 


bes stock department 


is in the finest possi- 
ble condition to take 
care of your orders. 


You may feel assured that 
the goods which you will 
receive will show a very 
high standard of workman- 
ship. 


This point we want to im- 
press on the minds of buy- 
ers who have never yet 
done business with us, and 
who may hesitate to buy 
lest they be disappointed 
in values. 


We cannot impress too 
strongly on the minds of all 


Nathan D. Dodge Shoe Co. **wic"" 


FOR ALL OCCASIONS 


In the Line of 


WOMEN’S 
PUMPS 
AND 
OXFORDS 


buyers how important it is 
to place even stock orders 
early. 


Do not hold any part of 
your order back. 


The illustrations here con- 
vey an accurate idea of the 
graceful lines to our shoes. 
Materials used are most 
carefully selected. 


That prices are reasonable 
you will admit when you 
have received your pur- 
chase and inspected it. 





N B The shoes illustrated 

. * can be had in AA, 4 to 

7;A4,3 1-2 to7; B,C, D, 21-2 to7. 

All shoes have Aluminum 
plates in heels. 











No. 243—Fine Glazed 
Kid Oxford, Full Louis 

$4.25 
No. 230—Same in Pat- 
ent Leather $4.00 


No. 235—Patent Opera, 
Full Louis Heel.. . . $3.60 
No. 236—Gun Metal 
Calf Opera $3.60 


No. 237—Gun Metal 
Calf Oxford, with Square 


No. 238—Brown Calf 6- 
Eyelet Oxford, Full 
Louis Heel $5.00 
No. 241—White Kid 6- 
Eyelet Oxford, Full 
Louis Heel 
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Store Democracy 


The Future of the Store, Like That of the Government, Depends 
Upon the Education and Harmonious Thinking of the 
Whole Organization 


OME seventy-five years ago, one of the great American 
essayists wrote a very able and exhaustive treatise, ex- 
plaining that the American Government could not long 

endure if conducted along lines as broad and democratic as were 
then in existence. And yet it has endured and is today furnishing 
to a large extent the money, the brains and the brawn to make 
all the world safe for democracy and a fit place in which to 
live. 

The only possible calamity that could disrupt this nation is 
the narrowing down of the democratic lines, the concentration 
of power in any one individual, or group of individuals. 

The stability of this government and the growth of its in- 
fluence has largely been the result of widespread education and 
opportunity afforded each individual to think for himself; 
the right to express his thoughts and work out his own ideas. 


One-Man Rule Stifles 
Individual Effort 

Russia today is torn by revolution and anarchy; without 
any stable Government or national credit—largely because 
for centuries back, it has been an autocratic one-man govern- 
ment and the dominant idea of that one man was that the 
masses were not capable of thinking or acting for themselves— 
that they were not his equals and were not worthy of or entitled 
to education or enlightenment. 

Autocratic government is making its last desperate effort 
for existence—in fact, it h&’s already ceased to exist in its 
original one-man form. The world has passed beyond that stage. 


Stability of Any Business Depends on 
Its Measure of Democracy 

The stability and the future right of existence of every busi- 
ness—great or small—like that of every nation—depends 
solely on the attitude assumed by the management toward the 
other members of the organization and the employes; as well 
as the attitude assumed toward its customers and the com- 
munity at large. 

The shoe merchant who takes it for granted that he has 
fulfilled his entire obligation to his salesforce when he has passed 
out the weekly pay envelope;. who takes it for granted that he 
has fulfilled his entire obligation to his customer when he has 
given him a dollar’s worth of merchandise for the dollar passed 
over the counter; who takes it for granted that he has fulfilled 
his entire obligation to the community when he has paid his 
taxes—is in reality the exponent of the autocratic, one-man’ 
form of government. 

To each of these groups, his salespeople, his customers and 
his community, he owes vastly more; and the future well-being 
of his business depends to a large degree upon the measure in 
which he metes out these obligations. 

The successful store must be a democratic store, in which 
each person is seeking, not only his own personal gain and ad- 
vancement, but the betterment and upbuilding of his associates, 
whether they: be employees or employers or customers. 


‘Distribution of Capital Stock Among 
Employes Keeps Organization Intact 

Many mercantile establishments, both wholesale and retail, 
have found it to their advantage to distribute the capital stock 


of the concern among the employees. By this-means, each employee 
who is a stockholder has an added interest in the welfare of the 
concern. 

A Western retail shoe merchant who adopted this plan some 
years ago recently said: “I have found it profitable to incorporate 
my business and make stockholders of those worthy to be 
called business builders.” 


Getting Full Value 
from Trade Papers 


Recently a man at the head of a chain of stores ordered the 
“Recorder” sent to the manager of éach of his stores. To each 
of these managers he wrote a letter telling him to read it care- 
fully; see that each salesperson in the store read it and then 
send to him notations on any articles which were helpful to 
him and to the store. That’s education—Democracy in the 
store! This man also has a system by which each salesperson, in 
addition to a fixed salary, receives a commission or P. M. on 
all sales, varying with the selling price of the shoes. 

Out in a Texas town, a new man assumed charge of a shoe 
department. He has been a constant reader of trade journals, 
but this store did not take a shoe trade journal. He asked the 
head of the firm to order the “Recorder” for him. The firm 
gladly complied and said that the former nice manager 
did not care for a trade paper. 

Many a merchant is not getting full value out of his trade 
papers, because he does not insist on his salespeople reading 
them and thus reaping the benefits of the ideas that the sales- 
person gained. 

Education, right thinking and mutual helpfulness are the 
underlying principles upon which every successful business 
must rest. 





And They Call This Restriction! 
Only Twelve Colors in Hats—That’s All 


Washington, Aug. 21.—Restriction and curtailment of variety 
in “styles, colors, shapes, weights and trimmings of fur and felt 
hats for men and women for the Spring of 1919 was announced 
by the War Industries Board today, following a conference with 
manufacturers. 

Colors of fur felt hats for both women and men will be restricted 
to nine, and wool felt hats to twelve. Men’s hats will be restricted 
to black, two shades of brown, two of green, two of steel and pearl 


- and Belgian blue. 





Adler & Childs Opening New Shoe 
Department 


Adler & Childs of Dayton, Ohio, will open on or about Septem- 
ber 15 a new shoe department and will carry a complete line of 
ladies’, misses’, children’s and infants’ shoes and rubbers. 

They have been in business at 24 and 26 East Third Street for 
twenty-five years and have now taken over the second and third 
floors of the building adjoining. This store caters to the masses 
and has built its business by selling good merchandise at popular 
prices. They state that they will be glad to see salesmen making 
Dayton. 
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BILLIKEN 


The Kiddies All 
Like Billiken Shoes 


Give the Kiddies’ Feet a Treat 


“DM ILLIKEN” shoes not only 

please the children, but by 
keeping shoe bills within bounds, 
appeal to the mother. 


“Billiken” is a harmony that ties 
together Manufacturer, Mer- 
chant, Buyer and Wearer, and 
brings to the Retailer the other 
fellow’s customer. 


Write or wire today for our 
“Billiken” proposition -and get 
the agency for America’s most 
successful shoe for children. The 
shoe the child outgrows. 


McElroy-Sloan 
Shoe Co. 


Manufacturers 


St. Louis, Mo. 
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IMPROVE YOUR NEXT WIN- 
DOW BY USING MAYHEW’S 
INVISIBLE TOP TREE .°. .°. 














MAKE YOUR FALL 
SHOES LOOK ATTRACTIVE 


Adjustable to all heights 
of shoes—lace or button 


Sold by 
Jobbers 
or 
Direct 


FREE SAMPLES ON REQUEST 
ORDER BY NUMBERS 


No. 8 For Open Form or No Form. 
No, 6 For Closed Form. 
No. 4 For Men’s Shoes Only. 


MANUFACTURERS 


| James N. Mayhew Company 


Minneapolis, Minnesota, U. S. A. 














With a location 
most convenient, 
and accommoda- 
tions up-to-date we 
know it will profit 
you to stop at 


HOTEL 
ESSEX 


BOSTON 
DAVID REED, MGR. 
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Changes in Business 
The Last Week’s Failures, Suspensions and Changes 


Failures 


Boston.—B. & G. Shoe Co., wholesale shoes, re- 
orted John Slater has been appointed receiver. 
eported assets and liabilities are in the vicinity 

of $30,000. 

Worcester, Mass.—Bernard Dougherty, care of 
A. S. Lowell Co., shoes, reported a meeting of 
creditors was held on the 15th inst. Mr. Dough- 
erty stated that he had stock on hand at cost 
price amounting to $13,386.94; total liabilities, 
$9,793.91. It was voted at this meeting to grant 
Mr. Dougherty an extension of time, with the 
result that Harrison W. Bowker, an attorney at 
Worcester, was appointed trustee, Mr. Dough- 
erty agreeing to the same, Bowker to have the 
assets remain in his possession until such time as 
all creditors are paid out in full. Mr. Dougherty 
has agreed to pay pro rata to all creditors 3 per 
cent on their accounts, weekly payments, and 
when all claims have been satisfied in full, the 
trustee is to transfer the business back to Dough- 
erty in his own name. 

Fall River, Mass.—J. D. Larkin, shoes, reported 
offering to compromise at 25 per cent. eeting 
of creditors called for August 30, last. - 

Little Rock, Ark.—Harry Saifer Shoe Co., shoes, 
reported offering to compromise at 25 per cent. 
— of creditors was called for August 27, 
ast. 

Los Angeles, Cal.—C. C. Horton & Co., shoes, re- 
ported petitioned into bankruptcy. 

San Francisco, Cal.—Newman-Magnin Co., shoes, 
ete., reported offering to compromise at 25 per 
cent. 

Bridgeport, Conn.—Dorsen Dry Goods Co., shoes, 
etc., reported offering to compromise at 20 per 
cent. 

Buffalo, N. Y.—Samuel Rubiner, shoes, reported 
is offering to settle with his creditors on a basis 
of 30 per cent on the dollar. He is said to have 
assets amounting to about $7,500 and liabilities 
amounting to over $13, 

Huntington, N. Y.—Lewis Gottlieb, shoes, etc., 
reported petitioned into bankruptcy. Reported 
receiver appointed. 

Picher, Okla.—J. E. Gootee, shoes, etc., reported 
assigned. 

Norwood, Ohio.—Frank B. Albers, boots and 
shoes, is reported about to sell out to one Joseph 
Erdman, and is offering creditors eighty cents 
on the dollar. Is said to owe $4,768, and is sell- 
ing out for $4,000. 

Montreal, P. Q.—I. J. Lavoie, shoes, reported 
assigned. 


Changes 


Boston.—Jameson’s Apparel Shops, Inc., shoes, 
etc., incorporated with capital of $10,000. 

South Hanover, Mass.—Chas. Hutchins, shoe man- 
ufacturers, recently commenced business here. 

Mill Valley, Cal.—I. Parkes, shoemaker, sold out 
to A. Bardeau. 

Forrest City, Ark.—F. L. Meredith sold his dry 
goods and shoe stock, etc., to Brandon & Baugh. 

Ft. Smith, Ark.—O. S. Poe, shoes, sold out to A. F. 

erden. 

Maysville, Ark.—G. B. Tennin is closing out his 
dry goods and shoe business here, and will move 
to Pryor, Okla. 

Tampa, Fla.—Glenn Shoe and Toggery Co., shoes, 
etc., incorporated with capital of $50,000. 

Madison, Ill_—Sample Shoe Store, shoes, etc., suc- 
ceeded by Hochstadt Shoe Co. 

Chicago, Ill_—Martinkus Bros. (3324 S. Halsted 
St.), shoes, etc., succeeded by S. F. Martinkus. 

E. F. Schultz (4741 N. Kedzie Ave.), shoes, 
out of business. 

Kokomo, Ind.—Kokomo Dry Goods Co., shoes, 
etc., Jos. L. Schnewind will retire. 

Oxford, Ia.—C. H. Rapp, shoes, etc., consolidated 
with J. W. Moffitt and C. D. Hughes. 

Castana, la——M. L. Gordon, dry goods and shoes, 
etc., sold out to Martin Peterson. 

Farlin, Ia.—J. F. Smith & Sons, dry goods and 
shoes, sold out to J. H. Hutcheson. 

Maynard, Ia.—John Mercer, dry goods and shoes, 
etc., sold out to Leonard Arthur. 

— Ia.—Garland Hinrichs Co., dry goods and 
shoes, incorporated with capital of ,000. 
Incorporators: Ed Rausch, president, and Fred 

arland, vice-president. 

Beaman, la.—The Mercantile Co-operative Co., 
dry goods and shoes, incorporated with capital 
of $15,000.  Incorporators: H. Wallace, 
Warren S. Walter, G. O. Beery. 


_ Portland Jct., No. 


Van Wert, Ia.—C. A. Walker, dry goods and shoes, 
sold out to A. E. Easter, who moved the stock 
to Norwalk, where he conducts a store. 


Kellogg, Ia.—F. A. Galusha & Co., dry goods and 
shoes, sold out to Richard Rivers. 

Lamoni, Ia.—P. A. Silsbee is closing out his dry 
goods and shoe business here. : 

Dubuque, Kan.—The Webber Mercantile Co. 
moved to Beaver City, Kan., a new town on the 
Santa Fe Railroad. 

Irving, Kan.—E. M. Peterson & Son, dry goods 
and shoes, sold out to Owen McCue. 

Manhattan, Kan.—Farmers’ Union Co-operative 
Association, dry goods and shoes, etc., incor- 
porated with capital of $25,000. Incorporators: 
Chas. W. Hatch, I. Pruett. 

Muscotah, Kan.—A. P. Hoagland, dry goods and 
shoes, is closing out. 

Elk Falls, Kan.—W. J. Chaffin, dry goods, shoes, 
hats, caps, etc., sold out to N. C. McDeasmid. 
Chaska, Minn.—A. P. Vogel sold his interest in 
the P. H. Simons Mercantile Co. dry goods and 

shoe business to Mr. Simons. 

Fergus Falls, Minn.—Reisberg & Grinager, shoes, 
succeeded by O. C. Grinager. 

Hutchinson, Minn.—Thos. Jensen sold his stock 
of shoes to Mergen & Moore. 

Rock Creek, Minn.—J. Erickson & Son, dry goods 
and shoes, etc., succeeded by Erickson Bros. 
Willmer, Minn.—J. B. Feeland, Dry goods and 

shoes, succeeded by Toby Johnson. 

Carterville, Mo.—Harrington Mercantile Co. sold 
out to the Palace Store Co., Miami, Okla., to 
which place the stock has been moved. . 

Loup City, Neb.—Roy Brown, dry goods and 
shoes, sold out to a Mr. Steomson. 

Smithfield, Neb—Home Mercantile Co., incor- 
porated with capital of $15,000. Incorporators: 
Crawford Selby, F. ~~ 

Superior, Neb.—Clyde Hodges, dry goods and 
shoes, sold out to Dick Stevenson. 

Ruth, Neb.—State Mercantile Co., dry goods and 
shoes, etc., incorporated with capital of $200,000. 
Incorporators: John Zorica and T. J. O’Kelly. 

Dasher. Neb.—S. G. Bastian & Son, dry goods 
and shoes, succeeded by H. C. Bastian. 

Genow, Neb.—Miss Blanch Houser, dry goods and 
shoes, sold out to Mrs. Tille Irish. 

Pickeral, Neb.—Pickeral Mercantile Co., dry 

oods and shoes, incorporated with capital of 
,000. Incorporators: d; R. Wilson and others. 

Alexander, No. Dak.—Dakota Trading Co., dry 

goods and shoes, sold out to Clarence Tellefson. 

Dak.—Oscar Thompson, dry 
goods and shoes, sold out to Theo Tronson. 

Cincinnati, Ohio.—Roth Shoe Mfg. Co., increased 
capital from $50,000 to $250,000. 

White Rock, So. Dak.—Oscarson & Co., dry goods 
and shoes, sold out to Emil Iverson. 


Woonsocket, So. Dak.—Carl Busch bought the 
W. M. Bralton dry goods and shoes business 
also the stock of Mrs. C. N. White. 

Alva, Okla.—Share Bros. Mercantile Co., sold out 
to Tanner Bros. ret 
Okmulgee, Okla.—The Fashion, men’s furnishings 

_and shoes, has opened here. 


Gettysburg, So. Dak.—Gettysburg Equity Ex- 
change General Store incorporated with capital 
of ,000. Incorporators: M. Russell, 
Henry Hartels, S. S. Rogers. 

Watertown, So. Dak.—The Chris H. Pederson Co., 
general store, incorporated with — of $75,- 
ooo. Incorporators: Chris H. Pederson, C. H. 
her ig H. Hanton. 

Knoxville, Tenn.—“Newcomers’” new store, dry 
oods and shoes, incorporated with capital of 
20,000. Incorporators: M. . Newcomer, 
Wm. M. Claiborne, J. W. Culton, E. G. Stookes- 

bury, N. R. Williams. 

Floydada, Tex.—Foster Bros. Dry Goods Co. sold 
out to Barrier Bros., who conduct a dry goods 
and shoe business at Lubbock. 

Glen Flora, Tex.—J. F. Hruska bought a dry 
goods and shoe business here. s 

Roosevelt, Utah.—The Golden Rule Store, incor- 
porated with capital of $10,000. _Glasman, 

resident; Oscar Glasman, vice-president; M. 
ellman, secretary-treasurer and manager. 

Belleville, Wis.—N. B. Griswold sold his interest 
in the Place & Griswold dry goods and shoes to 

A. Place. 

Mazomanie, Wis.—J. A. Schmitz Co., dry goods 
and shoes, sold out to Roy Paylow. 3 

Milwaukee, Wis.—Bieber Shoe Co., Third and 
Grand Aves., succeeded by Fox Shoe Co. 

Arthur G. Loye, Inc., shoes, etc.,. out of 
business. - 

Randon Lake, Wis.—Jac Gessner and F. G. Mulvey 
bought the dry goods and shoe stock of Wetor 

ros. Co. 

Oakesdale, Wash.—Oakesdale Mercantile Co. sold 
out to Harry Criss. a 
Chippewa Falls, Wis.—Mason Shoe Mfg. Co., in- 

creased capital to $300,000. 


Holcombe, Wis.—A. E. Edminister & Co., dry 
goods and shoes, etc., sold out to Joseph M. and 
Chas. Wise. 


Rochester 


(Concluded from page 61) 
committee presented the tickets for 
candidates for officers for the new year. 
Those in line for president are: David D. 
Oster of W. B. Coon Company, and 
Merlean C. Smith of Utz and Dunn 
Company. 


Wages of Workmen 
Going Up 

The higher wage scale demanded by the 
cutters of Rochester has gone into effect. 
This advances the wages of time cutters 
from 50 to 70 cents an hour and a like 
increase for piece cutters. The cutters, 
among their demands, insisted upon recog- 
nition of their organization, the Knights 
of Labor. They have also asked for an 
eight hour day but this is already in effect 
in some of the factories. 


Sherwood Ball Players 
Lost to Thermometer Men 


The Sherwood Shoe Company baseball 
team, composed of members representing 
various departments in the factory, lost a 
game to the Taylor Instrument Company 
nine by a scoreof 7 to 1. The game pro- 
duced plenty of hitting. The members of 


the Sherwood. team are: J. Roth, cf.; C. 


Schreier, ss.; H. Roth, 1b.; S. Sprague, 2b.; 
R. White, c.; W. Lockhart, lf.; F. Mahoney 
3b.; F. Lockwood, rf.; J. Weise, p.. The 
one score was made by Roth on base on 
balls. 


Shoe Men 
Buying Stamps 

The Limit Club of Rochester, the initia- 
tion fee of which is the purchase of $1000 
in War Savings Stamps, is conducting a 
membership campaign this week and has 
met with great success. On the honor 
roll to date are the following Rochester 
shoe men: Joseph P. Byrne, W. B. Coon, 
William H. Coon, Albert E. Eastwood, 
Martin B. Hoyt, Frank X. Kelly, Ray- 
mond Kelly, Leach Shoe Company; 
Frederick A. Sherwood, Charles Winslow 
Smith, Gus Schaub, and H. J. Utz. 


Style Show 
in January 

The executive committee of the Roches- 
ter Shoe Style Show, at a meeting this 
week voted to hold the sixth semi-annual 
Rochester Shoe Style Show at Powers 
Hotel, January 8 to 15, inclusive. 
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Classified and Opportunities Department 


OSITIONS WANTED: Three conts per word for each insertion 
vertisements, & five conta ‘per word for each insertion. Minin 
..$4 00 $3 00 $2 15 $2 50 $2 00 =p tones o'clock _ P.M. Nikos eivestiaen Leiee at 
"8.00 6.00 5.25 4.75 4.00 Se ae en daen ym ete oy te ry 
9.00 7.75 7.00 6.00 Rega teats been toads maabeonn 
15.00 12.00 10.00 9.00 — 


8.00 under letter 
Payment in advance is required, except when regular advertisers, as amounts 
are too small to open accounts 


“Recorder” rates for space less than one- 
= page per issue: 
ltime 7times 13 times 26 times 52 times 
1 neh. . 














SALESMEN WANTED LINE WANTED WANTED TO PURCHASE 





W ANTED—Two experienced retail shoe sales- 
men, exclusive first-class shoe store. Per- 
manent position; good salary. Apply, with refer- 
ences, Post Office Box 775, Shreveport, La. 
WANTED—Experienced shoe salesman or sales- 
woman; must come well recommended and 
familiar with handling high-class trade. Address 


M. i Van Arsdale, 127 East Front St., Plainfield, 
N. 


W: ANTE vr grade shoe salesman to carry 
a line of men’s work and dress shoes, also 
ladies’, misses’ and children’s shoes, for New Mex- 
ico and Arizona, or Kansas and Oklahoma. Prefer 
man acquainted in this territory. State references, 
age and experience. Address B54, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—An Al retail shoe salesman, “one 

able to sell turnovers, good stock keeper and 
take care of advertising. Must be out of the draft. 
Give references, experience and salary expected, 
whether married or single, in first letter. Walk 
Over Boot Shop, Altoona, Pa. 


WORK SHOE SALESMAN—For Milwaukee 
line exclusively work shoes of high grade, 
wide variety and at competing prices. Just one 
state in East, one in North and one in South 
remain open. Want good mixer, persistent, self- 
confident man on straight commission basis. 
Appointment subject to personal interview. State 
ualifications and referencesin first letter. LUEDKE 
CHAEFER BUTTLES CO., Milwaukee. 


ANTED—Salesman for line of specialties 
for the shoe trade. Man with road experi- 
ence preferred. Salary and commission. er- 
ritory Central West or Eastern states. Address 
“Manufacturer,” care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








SALESWOMEN WANTED 


WANTED—T wo experienced retail shoe sales- 
ladies, exclusive first-class shoe and hosiery 
store. Permanent position; good salary. Apply, 
with references, Post Office Box 775, Shreveport, 
La. 








WANTED—Line of women’s welts and turns 
for Metropolitan district. Have office and 
established business of $175,000 a season. Be- 
cause of other interests and war demands upon 
production, present line is being withdrawn. Ad- 
dress K80, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WANTED short epesieley line men’s, women’ 8, 
misses’ or boys’ shoes to sell on commission 
basis in Northern Illinois. Have established trade 
and will land the business. Now handling army 
shoes and need side line. Address B53, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


OUNG MAN wants a strong line of shoes to 

carry in Texas territory, on commission basis, 
with traveling expenses advanced. Can furnish 
good references. Apply at once. I. Levine, care 
General Delivery, ouston, Tex. 





MANUFACTURER of men’s and boys’ heavy 
shoes, with well-located Boston office, desires 
to secure other lines, to display and handle 
from this office. Could use leather or findings, 
sport shoes, slippers, moccasins or similar lines. 
Send us your proposition, which will be confiden- 
tial. Address B52, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


YOUNG MAN, eight years’ road experience, 
would connect with house where character 
and ability are appreciated. Address B42, care 
Boot and Shoe Recorder, 189 West Madison St., 
Chicago, IIl. 





We Buy for Cash & 


nadine: I Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 
NO QUANTITY TOO LARGE 

We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 


537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





TO LET 


T° LET—One-half sample office, in the heart of 
the shoe district on Essex St. ent reason- 
able. Apply to S. & S. Shoe Co., Haverhill, Mass. 











FOR RENT 





POSITION WANTED 


FoR RENT—Chicago —_ and stock rooms 
in the shoe centre, Lees Bldg. Simon B. Wax, 
Lees Bldg., Chicago. 





MANAGER AND BUYER, women’s and chil- 
I dren’s shoes, wishes to change. Employed at 
present. Married; above draft age. Al reference. 
Address B55, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

ANTED— Position as traveling salesman, 

covering Louisiana and adjoining states pre- 
ferred, for strong, reliable shoe company with a 
complete stock. Only those who can deliver the 
goods need reply. Am live wire and can furnish 
highest credentials. Address B48, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








HELP WANTED 


ENERAL MANAGER of chain stores is look- 

ing for man who can manage store in Eastern 
city, now doing $100,000 yearly. Must be a worker 
and, above all, be able to get others to do effective 
wor State position in draft. Address No. 499, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








SPACE TO RENT 


FOR 
High-Grade Ladies’ Shoe Dept. 


On the main floor in a most successful, long 
established, ladies’ specialty store, located on 
Boston’s busiest street. Onl y high-grade, re- 
liable and successful firms will be entertained. 
A splendid opportunity. Address B38, Boot 
and Shoe Recorder, 207 South St., Boston. 














FOR SALE 


HOE STORE FOR SALE—Centrally located 

second floor shoe shop in one of Ohio’s very 
best munition industrial cities of 75,000. Store 
is well equipped. Rent reasonable and stock clean. 
Must be sold at once for very good reasons. Great 
opportunity for live man. Store can be operated 
at very low overhead. Address B41, care Boot 
and Shoe Recorder, 207 South St., Bostoa, Mass. 





Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
Wire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
4C1 Broadway, New York 


Phone 2438 Franklin 
We also purchase clothing, 
hats, furnishing goods, etc. 








CASH PAID 
for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
100-102-104 Grand St. | New York City 
Phone Spring 9413 











No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER?” all the time. 
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Walter J. Feder Received Italian New Local Retail Shoe Dealers’ Asso- 
Medal of Valor ciation at Helena, Arkansas 


Walter J. Feder, vice-president of the Wise, Shaw & Feder A delegation of the retail shoe dealers of Memphis, Tenn., 
Company, Cincinnati, Ohio, who has been engaged in Red headed by Tom W. Sherron, president of the Tri-State Shoe 
Cross ambulance work in Italy for the past six months, was Dealers’ Association, visited Helena, Ark., last week and assisted 
recently decorated with the Medal of Valor by the King of in perfecting a local association at Helena. Every retail shoe 
Italy, which, with one exception, is the highest honor confered dealer became an enthusiastic member. 
by the Italian Government. This medal was awarded for con- The following officers were elected: President, Henry Solo- 
spicuous action and service during the June offensive on the mon; vice-presidents, Joe Hart and I. Frank; treasurer, Ed Deil; 
Italian front, and the ceremony attending the decoration was secretary, M. R. Isaacs. 
graced by the presence of 20,000 Italian troops and a large 
number of notables. 





A _war-saver is a life-saver. 





WANTED TO PURCHASE MISCELLANEOUS MISCELLANEOUS 


100,000 
ORE LADDERS 


Milbradt t 
Ladders SS 


e 
Now in Use 2 
: Milbradt Rolling e q on 
ALSO ENTIRE RETAIL OR WHOLESALE re : Pa eee Step Ladders are be- : si S3 
rie ta\ |far ing used throughout 
i the country. They 
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lel = - are real time and 

for Seta cnd''trbolestic ticks of show or | (retteMpemeeeis = money savers and 
-—saa oe) ae? Shipped subject to 

aise = approval and satis- 
Bank and mercantile reference. aia ra =o wale = presi Ble 7 neon 
BROOKLYN PURCHASING SYNDICATE sa a ing Milbradt Ladders 
ayy ay a eeepc = shelving. mie 
"Phone, 2328 Williamsburg en F eo 4G Milbradt Mfg. 

amg *- Company 
2410 N. 10th Street 


MISCELLANEOUS St. Louis, Mo. 
AR SAVINGS SHOE SALES—Every sale a ee . 
given my personal attention. en waduas . Bicycle 


your stock one-third to one-half in ten days. Write ; 
Fred Debolt, Merchants’ Sales Promoter and Ad- * STEP 


vertiser, Peru, Indiana. 


SAMPLE ROOM in the ches manulectecing dis- : LADDERS Metal Shoe Fitting Stools 


trict oa wanted Dy a ——— of é 
misses’ and children’s McKays. refer to share Eee : 
room with one carrying a non-conflicting line. Ad- are made And Floor 
dress B51, care Boot and Shoe Recorder, 207 South In many Mirrors 


St., Boston, Mass. : ‘ styles and 
to fit all 


~ 4 
W dbi N J ee yO kinds of 
00 ine, + « ise Se shelving 
<8 = Send for catalog 
has two brick buildings suitable see ; giving full de- 
for manufacturing purposes, one = ange ond 
containing about 12,000 square 
feet of floor space, the other about 
30,000 square feet. Both located 
a few hundred feet of the Penn- Chi 
—— R. R. Station, which is eee rs ee a 
in the heart of the town. Elec- jo. 141 
tric power and steam heat. Lib- W ° 
eral sag erage mae om to proper par- anted at Once one fer The Chicago 
ties. or further information talog ai . o 
pape = i for — Store Pres Wire Chair Co. 
Board of Trade 
Manufacturers’, Retailers’, or Sur- 621 N. LA SALLE STREET, 


plus Stocks of CHICAGO, ILLINOIS 


41) Wooden Soled Shoes S H O E S 


quality: Sole anrped tomer =| No Quantity Too, Large. Short Job Lots of Shoes & Leather 
Great for arden went. Splendid trate ~MDSE. 
peers “Wee money makers, Also peg Bee a P sae Are Sold Through the 
Racine, Wine Dept. 200 New York Office Recorder Want Ad Page 
23 Lispenard St., New York City 


ASUS =| Merchandise of All Kinds Purchased 5 CENTS A WORD 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: 


Getting More Shoes Sold Right; not only “more” but yo 
rice, at the ri 


wearer, in the right fitting, for the right 
shoe merchants. The chief purpose of the 


basic problem upon which depends the progress of the entire allie 
istribution 


leather; their production and 


”*; sold for the right purpose, to the right 
ht profit. This is the great problem of the retail 
“Boot and Shoe Recorder” is to help solve it; for this is the 
d tadestelee relating to shoes and 
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The Display Man’s Calendar for 1918 
Dignified Displays for the Opening Season 


By FRANK P. TAYLOR 
Display Man of the W. L. Douglas New England Stores 


September 1 
Labor Day Trim 


O plan a trim of this 
kind one must look 
into the most impor- 


tant events that happen on 
this day. 


big parade, etc. 

Feature shoes for .march- 
ing. Have back panels 
show pictures of workmen 
shipyards. 





FRANK P. TAYLOR 


in our big 
Touch this up with red, white and blue. 


September 11 
Fall Opening Trim 

The first things we think of are the color schemes 
for the Fall time. Orange, green, yellow are the most 
used. Cover the base of the window with light green 
card, with a border of yellow silk ribbon or cord to 


outline the window base. 


Fall Leaves 
and Flowers 

The window dresser could not get along without 
the necessary centerpiece for his decorative feature. 
It is advisable to see the artificial flower maker and 
get a line on what is to be used for Fall. Autumn 
leaves are favored by many who dress windows, but 
a few Fall flowers will add a great deal to the at- 
mosphere of your window. Artificial fruit in baskets 
also makes attractive centerpieces for the window 


trim. 


Take for an example the - 


Backgrounds 
for Fall 

The background color scheme may be orange, 
black and green. The panels filled in with pictures 
of pumpkins or a harvest scene. Old farm pictures 
make good panel backgrounds. Autumn has its 
charms. 

To catch the attention of a prospective cus- 
tomer, dress your windows to the season of the 
year. 

Use ears of corn with stalks. The use of 
harvest products is a method of strong appeal in the 
agricultural districts. Autumn foliage festooned with 
bunches of artificial grapes adds a seasonable touch 
worth while. Make it a point to have each pair of 
shoes stand out clearly and not overcrowd the win- 
dows. A simple, artistic arrangement will get atten- 


tion. 


The Human 
Interest Element 

It is the employment of these human interest ele- 
ments that keep people interested in you and your 
merchandise. They are anxious to know what you 
are doing, and in order not to miss some particular 
advantage, they keep their eyes on your store. Make 
your windows a Credit to your establishment. The 


, good judgment used in your window displays will 


suggest that this same good judgment is used in the 
selecting and buying of merchandise, and the pro- 
spective customer who is first influenced by your 
clever windows will almost invariably prove to be a 


constant visitor to your store. 
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A Dozen “Reasons Why” 


Twelve Good and Sufficient Suggestions Why You Should Push 
Your Findings Department 


Direct 
Profit 
T goes without mentioning it that you are in business to make 
money, so that something that adds to your profit with no 
increase in the overhead is worth while. Many things in 
Findings create their own demand and release coin that other- 
wise would remain at home. Other things are necessities and will 
be purchased anyway, but naturally from the establishment 
carrying the largest and best selected stock. This is self-evident. 


Indirect 
Profit 

Anything that brings a “new one” into your store has pos- 
sibilities of no end of future results. Shoes, shelves of shoes, 
boxes of shoes, windows of shoes and pictures of shoes have, 
after all, a sameness and some cute little novelty sticks out of 
the mass like the well-known sore thumb. Now that he is fairly 
inside it is up to you to make a friend of him and a source of 
profit from the regular stuff you are going to sell him from now 


on. 


Adds Attraction 
to Your Store 

Inattention goes with monotony and you must have occasional 
high-lights or your efforts to draw attention to your offerings 
will be ill-rewarded unless there is something, preferably up-to- 
the-minute and out-of-the-usual to stimulate curiosity. Then 
the opportunities for the use of display fixtures for the various 
kinds of Findings is not to be overlooked and will help materially 
in giving the store an interesting attractiveness impossible with- 


out this variety. 


Arouses Interest 
in the Customer 

Anything that makes a purchaser linger and look at something 
that appeals to him favorably is good. It enlivens his interest 
in your business and keeps him happy during the unavoidable 
waits that will occur in any store. 


Real Service 
to the Trade 

Many a time a thorough knowledge of how to recommend the 
best things for the relief of petty but annoying foot troubles 
engenders a feeling very much like gratitude in the person bene- 
fited for you have done a really helpful service. 


Gives an Air 
of Alertness 

You look and feel like a “live one” backed up by everything 
needed for the complete covering of the feet and all the acces- 
sories that properly belong to the business. 


Sales 
Help 

Satisfaction in little things bespeaks satisfaction in bigger 
things and the man who has made a good trade with his quarter 
feels just like the one who has bought the best car ever for 
thousands of quarter dollars. 


A Lead over Rut- 
Travelling Competition 

If you keep everything pertaining to your business, what 
argument is there for trading where only partial stocks are kept? 


Keeps You 
Awake 

The little side diversion of handling something away from the 
usual tends to awaken your own interest in everything in foot 
lore, broadening your field and keeping you awake. 


Qualifies You 
as an Expert 

When in foot trouble you are the one from whom relief is 
sought for you have become an expert as the result of the broad 


knowledge you have acquired. 


Builds 
Trade 

If you please them they come back and you can’t do that if 
they have to go somewhere esle to get all they need in foot 


needs. 


Rounds Out 
Your Stock 

Your store becomes a Clearing House for Foot Problems in 
footwear or anything needed by the animal that walks on two 
feet. This means fixed and permanent leadership in all phases 
of the business with the financial rewards that all communities 
give to every business that attains this position. 





A Philadelphia Findings Note 


The present findings situation is a reasonably busy one. The 
trade is beginning to call now quite actively for overgaiters, which 
are wanted in all heights from eight to ten button, and in prac- 
tically all shades, particularly fawn, white and gray. There 
is a very fair amount of white called for in these. Felt slippers 
are also becoming in active request and available stocks of these 
are sufficient to meet immediate requirements, The outlook for 
the future in felt goods is fair. Of course costs in all articles 
containing wool have advanced very considerably, but this 
does not seem to effect the demand for these lines. 





On a Western Trip 


Mr. Chamberlin, of Laing, Harrar & Chamberlin, of Philadel- 
phia, has just started ona selling trip which will carry him to the 
Pacific Coast. Mr. Chamberlin has gone out on the road to 
cover the territory previously handled by Charles Laing, who is 
now in the service. 





A shoe repair department built up quite a business on renewing 


the finish of dull kid and dull calf. 
A light coat of edge ink put on with a brush and finished on 


brushes of the machines—ten cents per pair. 





Bright show-cards beget bright dollars. 
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Spats, a Dominating Sales Factor This Fall 
A Study in Economy, Style and Practicability 


By W. P. CLEMENS of the Hylo Mfg. Co. 


N the business of battles or the battles of business, resource- 
fulness is a prime factor, and in these war-ridden days of 
restrictions that tell us just what we can and cannot do, we 

must look about and THINK. The question arises, What can 
be sold that will benefit first, “MY COUNTRY”; second, “MY 
CUSTOMER,” and third, “MYSELF”? 

How fortunate in restrictions the retail shoe dealer finds him- 
self is summed up in the fact that there are none—at least Wash- 
ington has not legislated along restrictive lines that directly 
affect the retail shoe business. Of course, the changes of busi- 
ness policies of the tanner and the shoe manufacturer must 
eventually affect the retailer, and like good advice should be 
heeded. 

There are absolute restrictions that tell us just what can be 
manufactured after October Ist in the way of shoes, but added 
to this is a patriotic appeal to every retailer to continue the sale 
of low shoes through the Fall season, and if possible throughout 
the Winter. Can this be done? If so—how? 

The one accessory in your shoe stock that solves this problem 
is the spat, and this leads to a strong discussion as to their mer- 
its, and above all their fitting qualities, for to successfully carry 
out this conservation idea, these spats must fit. A broad state- 
ment to make, but nevertheless true, is tosay that few spats do fit! 

Within the last two years we have seen a distinct change in 
patterns, all designed with the one big idea of fit. The spat that 
really fits is not the old regulation number made of thirty and 
thirty-two ounce material, that depended for its weight to hold 
it on the shoe, but the real fit of this day is one that is made of 
considerably lighter weight material and so patterned as to cling to 
the foot, following every line of the ankle, waist and limb. This 
is truly an American idea, and the old English pattern is long 
forgotten for its ungainliness. 

Let us see why spats were always considered by the retailer 
as an unprofitable proposition, and again the answer is—fit. 
Seldom has the clerk recommended them, simply because the 
fitting of them required too much attention, and the retailer 
found too many among the soiled ones that had been fitted and 
refitted, until it became a hopeless waste of patience, energy and 
valuable time lost. The sale of spats has been discouraged for 
these reasons, but like all other problems this has been solved. 

Never before in the history of the shoe business have spats 
been bought by the retail trade as for this coming season, and 
they must all be sold and will be sold with a thought of patriot- 
ism directed toward the energy of selling low shoes, concentrating 


on this new idea in your advertising in your show windows and 
in your store, in your sales people and yourself. It is very com- 
mendable that every manufacturer almost to the last man is 
encouraging the sale of low shoes, and for the first time in the 
history of shoe manufacture there has been co-operation with 
the spat manufacturer. This has been brought to my attention 
by many of the biggest and highest grade shoe manufacturers 
in this country. They have gone so far as to request a sample or 
two of a spat, so the salesmen could demonstrate this com- 
bination. 

In looking over patterns, we find the majority of them the 
close-fitted, clinging variety, the buttons set considerably closer, 
and therefore more of them; some of them still with the buckle 
at the side and some with the buckle below the shank of the 
shoe; and the latest pattern, the boot top, has no buckle at all. 
“Spat” they say is vulgar. You must say “boot top” and a de- 
scription of this boot top is all that is required in a demonstration 
of perfect fit. : 

The restriction in colors of leathers in the making of shoes 
shows a tendency toward somberness; in fact, very much so; 
and there is where the spat, or boot top, plays a dominant part 
in toning what might be considered dulness, for with color out 
of the game altogether, we cannot expect shoe style to survive 
very long. 

Let us study color and take the black shoe first. Almost any 
shade can be worn with this, such as light or dark gray, light or 
dark fawn, or castor or brown. With a brown shoe the shades 
are restricted to a dark fawn and a castor or brown. A navy 
or dark blue is recommended by style exponents in the making 
of these spats, or boot tops, as in color it will conform to the 
majority of gowns worn this Fall. In the boot top we will see 
éreations in shepherd and Scotch plaid, some modest and some 
very pronounced. These designs are absolutely new ideas, that 
have met with instant favor wherever they have been shown. 
For their snap they have received the indorsement of the recog- 
nized modistes and garment manufacturers, and by such shoe 
dealers as have thus far been fortunate enough to secure a few 
of them. 

Every accessory makes an added sale, and why not, for the 
sake of patriotic economy, which in this case is practical econ- 
omy and added profits, encourage the sale of low shoes, thereby 
stimulating the ‘sale of boot tops? Enthusiasm is a great pro- 
ducer of business, and in the shoe business nothing induces more 
real pleasure than to fit that shoe or that boot top that does fit. 
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EW Davis GS DAVIS 


"The Shoe Store Ahead” 


Bates Boots 


210 SOUTH WASHINGTON AVENUE 
LANSING. MICHIGAN 











January 38, 1910. 





can build as much business for you 
this next twelve months as it did-for 
Bates. 


Remember—this service is sold exclusively 


We use of this background service 


The Binger Company, 
New York City. 


Gern'tlemen:- 


Last years was the biggest 
year we ever had and we credit no small 
= this gain to your window trim ser- 
vice. 


Your trims put the "kick" into 
our displays - wake them out of the 
-- and we know from 
experience that tis is the best adver- 
tising, investment we make. 





The saving of time, trouble 
and "brains" in using this alone is 
worth the price. We change windows now 
as easily as an autoist does tires. 





to only one merchant in a town. YOUR 
windows will stand “head and shoulders” 
above your competitors’! 

As a good business man, you want to know 
all about the plan that enabled Bates to 
roll up “‘the biggest year” he ever had. 


Write—TODAY—for your copy of 


** The Binger Plan for 
MAKING SHOW WINDOWS 
PAY A PROFIT” 


This book will be forwarded WITHOUT 


We're keen for Binger. 








EHD-1 urs Aral 
CHARGE only to owners or managers of 
retail shoe stores. Write, or merely mail 
this page pinned to your business card. 
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PRICE TICKETS | 

WINDOW CARDS: THE vA er 

NOVELTY FOLDERS aL COM! PANY 
AND PRINTING ss WEST 28° ST 

Write for Catalogue ‘Secrets of Success” NEW YORK 





























Why Findings Are Important to You 
A Little Talk on a Big Subject 





ET’S have a good old- 

fashioned heart-to- 

heart talk, brother 
merchant, and—on this oc- 
casion at least—with you on 
the listening end. 

There are a lot of ideas—a 
multitude of money-making 
suggestions — that come to 
mind the moment the word 





“findings” is mentioned. 
And it’s about the findings 
end of your business that I 














A DOZEN REASONS WHY 
FINDINGS SHOULD BE 
CARRIED 


want to talk. 

The Summerites—the vacationists—those red-blooded folk who 
are coming back from the seashore and the country full of “pep 
and ginger’’-—are coming to your store soon. With Labor Day a 





























THEY'RE COMING BACK 


DOES YouR WINDowS 
FROM THE COUNTRY yp et 


THE PASSING CUSTOMER® 


thing of the past Fall business awakens, stretches itself and 
thinks it’s about time to get up. 

How about you—are you ready for this business? Are your 
windows going to be the snappiest and most striking in town? 
Have you remembered that your findings business is a big profit- 
maker and that findings are well worthy of prominent display 
space in your windows? 

Just think these questions over. 

Realize that findings—from shoe polish to button hooks—are 
essentials. That there is a ready sale for them and that the 
more attention you give this part of your business the stronger 
and sturdier it will grow. 

Think of the opportunities for profit and for service that you 
have in selling foot appliances, for instance. How many grateful 


customers will be gained due to the attention you give this field! 





And pay particular attention also to the various findings needs 
of your women and children customers—there’s a thousand and 
one articles that you can sell them and gain good will. 





























"PAY PARTICULAR ATIENTION 
TO THE WEEDS OF YoUR 
CUSTOMERS WITH FOOT TROUBLE 


THE MERCHANT WHO 
FEATURES FINDINGS 
GETS AHEAD 


I could quote you name after name of shoe merchants who for 
years have been alive to the importance of maintaining a snappy, 


clean-cut findings department. Without exception these mer- 
chants are top-notchers in the shoe selling game. 


\ Ue) 


Me 


go 











“TAKE CARE OF THE LADIES 











Findings are the magnet that draws the extra dollars. The sales 
though generally small are constant and, therefore, profitable. 

If you are.not at present giving all the thought to your findings 
department that it really deserves just drop into a few live stores 
somewhere in your city—stores that have found that findings 
pay—and note the amount of the daily sales. You will be sur- 
prised at the margin and volume and will come away with a firm 
determination to go and-do likewise. 

Man alive, if the other fellow can do it you can! If he’s doing 
it better than you are at present, you can catch up with him. 


Ww) "Be 








AND CHILDREN 
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“EAGLE 
BRAND” 


“EAGLE BRAND?” is the pass-word to bigger sales and profits from 
polishes and dressings. This season’s line is complete in every detail 
—a perfect cleaner for every shoe and every color. Your customers 
know “EAGLE BRAND’’—hAold their trade by stocking up fully. 


A DRESSING FOR EVERY SHOE 


The American Shoe Polish Co. 


CHICAGO, U.S. A. 
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Read the findings pages of your trade paper and profit by the 
many valuable suggestions—both editorial and advertising— 
contained therein. Just sit down and think findings from every 





















































“THE OTHER FELLOW HAS 
MADE A BIG SucceSS, 
WHY NOT You P 


READ THE FINDINGS PAGE 
OF YOUR TRADE PAPER 


angle. If you haven’t got a real findings department install one. 

If you have a findings department at present—I mean a depart- 
ment, not $4.00 or $5.00 worth of shoe laces, etc.—it can be made 
bigger and better and more 
serviceable. Jump to it— 
don’t rest until you feel 
satisfied that you have done 
your little old best—that 
you have made findings a 
vitally essential factor in 
your business. 

Now, it’s up to you. 








Courtesy and service are 














ae ad splendid tools with which 
Your BALANCE SHEGT to build a successful busi- 
WiLL TELL THE STORY ness. 


And He’s Still Wondering 


A stout and hurried individual rushed into the repair depart- 
ment of a big Western shoe store. “Brother,” he puffed excitedly, 
“I have got to make a train in twenty minutes, also I’ve got a 
big rip in my shoe. Can you fix me up?” 

The repair man shook his head dubiously and explained that 
he was extremely busy but after another period of short breathed 
urging on the part of the stout party, laid down his work and 
assented. He speedily sewed up the rip and handed the shoe 
back. The customer ceased wiping his brow, slipped on and 
laced the shoe, then stood up and surveyed it joyfully. 

“Great job,” he cried, “Great! never know it was busted.” 

Walking briskly toward the door, he turned beamingly. 

“Thank you,” he exclaimed, heartily, and continued on. 

The repair man stared blankly at the retreating figure, Sud- 
denly an expression of disgust spread over his face. “Say!” he 
exploded, “I wonder what in h he tink I buy wid that ‘tank 
you.’ ” 








At a country circus down in southern Arkansas, a gnarled old 
fellow stared wistfully up at a sign on the tent where the sacred 
cow was exhibited. 

“I’d powerful like to go in there,” he said to the keeper, “but 
*twould be onery mean to go in alone and I can hardly affo’d 
to pay for mah wife and seventeen children.” 

The keeper gasped— 

“Are all those children yours?” he asked in astonishment. 

“Ev’ry one,” said the man. 

“You wait a minute,”’ cried the keeper, ‘‘and I’ll go in an’ get 
the cow and let it see you all.” 





It takes just two minutes to put edge ink (or something similar) 
all over the shoes and then polish them with the brushes on the 
machine, but it goes a long way toward bringing the particular 
customer back. 





“Did It Ever Happen to You?” 





WAEN YOU OVERSLEPT 








AND YOU GOT TO THE STORE 
AND FOUND BUSINESS ON THE 


AND YOUR BREAKFAST WAS 
FAR, FAR FROM UP-TO-FORM 





AND EVERYTHING THAT WAS 
SOLD WENT ONTO THE Booxs 

















Boys HAD SOLD Two HUNDRED AND 


Taar TAE R HAPPEN 


i/ 


DID IT EVE 
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Make Your Windows 
Do Their Best Work 


An attractive looking window display is an im- 
pelling force to create the buying impulse. 


Crystal Fixtures arrest the attention of the passer- 
by without being so conspicuous themselves as to 
detract from the goods displayed. 


Dignified looking high class fixtures that are easily 
kept clean and bright. 


Write for Discounts 
Catalogue 9 


Can ship immediately from stock 


Crystal Fixture Company 
359 Monadnock Block 
CHICAGO 





























THE GUIDE TO BETTER 
WINDOW DISPLAYS 


ERCHANTS—make your windows pay 
M well. This helsfel books shows the 

way to do it easily and economically. 
No one who values his business will be with- 
out this great book. It not only catalogues 
in colors the greatest assortment of Artificial 
Flowers and Decoratives but also illustrates 
prize windows and fully explains 


ADLER-JONES SERVICE 
** Ask Jones — He Knows” 


Harry T. Jones is recognized authority on all matters per- 
taining to merchandise displays and color schemes. He 
conducts “‘Adler-Jones Service” free to all who care to avail 
themselves of it. 

SEND NOW—Don't put off getting this book. A request 
on your letterhead brings it free by return mail postpaid. 


THE ADLER-JONES COMPANY 


333 So. Market St. CHICAGO 





No. N/435 G 


Norwich Fixtures 


FAMOUS TRADE MAKERS 
Above stand for window and interior displays. 
SHOWS THE GOODS, MAKES THE SALE. 
Scores of First Class Display Ideas for the Grown 
and the Growing Shop : : Write for Catalogs 


J. R. PALMENBERG’S SONS, Ine. 


A Consolidation of Palmenberg, Norwich, Kindlimann 
Salesrooms, 63-65 West 36th St., N. Y. 26 Kingston St., Boston 























Artificial Flowers for Window and 
Interior Displays 


Some Interesting Information About the Making of an Artistic 
Window Trimming Accessory --- By A. E. Edgar 


HE growth of the artificial flower business keeps pace with 
the ever increasing demand for decorative materials for 
the windows and interior displays. There are paper 

flowers for those who wish to use them and throw them away 
so as to use something new in turn. There are handsome flowers 
of silk, plush and velvet beautifully colored with the air-brush 
to imitate nature so closely that it is impossible sometimes to 
tell the genuine from the imitation. 

The shoe dealer finds his displays lacking in color and life 
when only footwear is shown. With but few exceptions shoes 
are the hardest of all articles to display in an attractive manner. 
To get attractiveness into the display he has to resort to the 
use of decorative materials. He can use colored backgrounds to 
advantage, colored plush and silk drapes help out a little but 
of all things flowers, artificial flowers and foliage are of the greatest 
value in getting color and attractiveness into his window displays. 

Artificial flowers can be purchased in a great variety of forms. 
The usual forms are as follows: 

1. Sprays, consisting of a branch, or branches of leaves and 
flowers. 

2. Festoons and garlands, consisting of leaves and flowers 
forming a rope or continuous string of any necessary length. 

3. Wreaths and other set pieces, usually sprays arranged in 
baskets, vases, and flower boxes. 

4. Trees and plants in pots and boxes. 

5. Vines. 

Unless the display man knows how to use flowers and how to 
arrange them to the best advantage it is best for him to purchase 
set pieces that are all ready to place in his window. In doing this, 
however, he confines his variety of decoration to the particular 
set piece he purchases. 

By buying sprays and arranging his own decorations he may 
not get a strict duplication of nature, but he can get variety in 
his decorations. 

There is a season for each kind of flower, but in decorating it 
is not absolutely necessary to adhere to the season’s productions. 
The Spring flowers are more delicate in color, the greens are 
lighter, white and light shades predominate in the flowers. In 
the Fall the colors are deeper. The foliage is rich in red, orange 
and brown. The flowers are of deeper tints and darker colors. 

Nature should be followed as closely as possible, of course, 
but it will often be found that Spring flowers are shown in 
the Fall window and vice versa without much loss of value from a 
decorative standpoint. 

In Fig. 1 we show a variety of forms of flowers. ‘‘A” shows a 


couple of slender sprays, each having one rose and a few leaves, 
in a fancy vase. It will often be found that the accessory with 
which the flowers are used will contribute largely to the at- 
tractiveness of the setting. A spray of roses is attractive in itself 
but it is doubly so when placed in a natural position in a vase 
of peculiar pattern or design. The fancy bowl shown at “F”’ 
adds much to the mass of roses it contains. 

Four sprays of daisies tied with a broad ribbon may be used in 
many ways in a display to advantage in the Fall. The effect is 
shown in “B.”’ A spray of passion flowers is shown at “C.” A 
garland or festoon of roses tied with ribbon streamers at the ends 
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is shown at “D.”’ A festoon of snowballs, particularly good in 
the Spring is shown at “E.”” Snowballs may be used in festoons, 
in sprays and in single specimens. The sunflower is another Fall 
flower a spray of which is shown at “G.” The garland of oak 
leaves and acorns at ““H” may be used in the Fall window very 
effectively. It is suited to the season and the Fall colors of the 
leaves give warmth to the window display. 

Flowers in themselves are an attraction, but the method of 
using them has a great deal to do with their effectiveness in 
securing the attention and approving glances from the passerby. 








Sanitary 
Opera Chairs 


The 
Modern Shoe Store 
Seating 


Increase the Seating Ca- 
pacity of your store. 


Afford more comfort to 
your patrons. 


They are indestructible. 
We guarantee our chairs 
against breakage. 


They cost less and make 
your store much more 
attractive than ordinary 
benches or wooden- 
legged chairs. 

Our Architectural Divi- 
sion will furnish you the 


best possible seating 
arrangement on request. 


GENERAL OFFICES 
1016 Lytton Building, 
CHICAGO, ILL. 


Permanent Exhibition Rooms in 
all Principal Cities 
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hittemores 


Poy Tew AU LKILT AY 


QUALITY VARIETY 


Sold in the Market Places of the World 


HE Whittemore policy has 

been to supply everything 
necessary to keep footwear look- 
ing new. 
Simultaneously with the accept- 
ance of new leather and fabrics 
by the trade, Whittemore has 
supplied the dressing most de- 
sirable. 
The dealer selling Whittemore’s 
polishes is ever abreast of the 
times and generally ahead of 
competition on polish sales. 





NE. SRA 














Two Sizes 


Whittemore Bros. Corp., Cambridge, Mass. 


Ask your jobber salesman or write for complete catalogue 
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The use of. flowers and lattice designs are effective in getting 
the degree of attention to the window desired. Lattice designs 
may be simple or ornamental. A favorite form is a panel of 
lattice. Another form much used is a triangle lattice for corners. 
A more ornamental lattice is suggested in the sketch shown at 
Fig. 2. This is easily built of strips of wood, heavy cardboard, 
wall board or laths. The circles will have to be cut out of wood 
or wall board with a scroll saw. 








Fig. 2 Fig. 3 


Flowers are arranged on lattice in two ways, one, a formal or 
conventional arrangement, the other as near natural as possible. 
Sprays of flowers and foliage on a lattice without any connecting 
trunk or branch to the ground are merely conventional in ar- 
rangement. We have all seen this method used and it is effective. 
Yet, given the same lattice for a background, a few leaves or 
dyed excelsior for grass at the base of the lattice and a trunk 
leading from the foliage to this and we have a much more natural 
setting. 

Vines are particularly useful in trailing over pergolas and 
pilasters. These are draped gracefully over the top of the ac- 
cessory and allowed to hang free from this support. The sketch 
shown in Fig. 3 shows how effectively this can be done, while 
Fig. 4 gives a diagram of a whole window setting in which the 
vines are used in a similar manner. The vines are draped over 
the posts or pilasters in sparing quantities but are bunched in 
bulk and droop from the lattice top in the center. The post at the 
right is usually treated in a similar manner to that at the left. 



























































Fig. 4 


A very useful accessory is a screen or slab. A slab, covered 
with plush and having a festoon of grapes was used in one of 
the prize winning window displays in the recent International 
Association of Display Men’s contest. A sketch of this effect 
is seen in Fig. 5. The grape is a Fall decoration and may be used 
with warm red and brown leaves. Purple or white grapes may 
be used. 

Grape leaves of white or frosted may be used in formal settings 
but the more natural colorings are advised for the display of 


shoes. 
Suggestions for the use of accessories of a decorative nature in 


connection with artificial flowers are to be seen everywhere. The 
accessory shown in Fig. 6, a wicker bird cage and bird mounted 
on a pole is not uncommon in the display windows of the United 
States. It is probable that in no case is the pole mounted in a 
flower pail or box and shown with vines trained upon the upright. 
This idea is taken from an illustration used in an advertisement 
in the “Boot and Shoe Recorder.” It is recommended to our 
readers who can use such a decoration. 

A great many merchants think they cannot afford to spend 
money for flowers and other decoratives. These are usually to be 
found in the smaller stores where expenses are high and sales 
few and far between. Thrift is necessary to success in these 
stores. For the benefit of these and others who desire to use 
flowers in a particular setting and then throw them away we 
are giving a few hints on the making of artificial flowers out of 
tissue and crepe paper. 

With a little attention to details anyone can make creditable 
paper flowers, flowers quite good enough to be used for display 
decorations. 

Stationers and variety goods departments have tissue and 
crepe papers of the necessary colors for sale. In some cases the 











Fig. 5 


cut leaves and petals may also be purchased. Where a quantity 
is needed it is far cheaper to make them from the paper sheets. 
It may be advisable to purchase enough for patterns although 
that is hardly necessary as the actual size and style of the flower 
to be used need not closely imitate the original. Still the nearer 
this can be done the better. 

In Fig. 7 we show the patterns for making a morning glory. 
This is a showy flower and the leaves being large a few go a long 
way. The flower is shown at “A” and is'merely an oblong piece 
of crepe paper cut with the grain running across the narrow part. 
The edges are pasted together to form a tube. This must be 
left to dry thoroughly before proceeding with the work. The 
narrow end of the tube is then squeezed around a wire covered 
with grecn tissue or crepe paper. Three or four white threads 
with a knot at the end of each may be attached to the end of 
the wire to form the center of the flower, although these may be 
omitted to save time and trouble. A circular piece of green 
crepe paper is nicked around the edge and slipped over the wire 
and twisted around the end of the flower. The edges of the top 
of the flower are now curled by stretching until a bell-like flower 
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s obtained. The leaves are cut something like that shown at 
*B” although it is unnecessary to nick the edges for quick work. 
The flower and leaf at “‘D” show the appearance of a flower and 
leaf made by the quicker process. Rope or telegraph wire may 
be used for the stems of the vines. These are covered with crepe 
paper, narrow strips being rolled on to the rope or wire. White 
and pink crepe paper may be used for the flowers, deeper tints 

















of rose and red, purple and lavender may be added by dipping 
edges in water color paints. 

Hollyhocks are another showy flower. The stalks may be 
made of wire or straight branches of any handy tree. These are 
covered with green paper as already instructed. The leaves are 
broad and not unlike the morning glory. The flower is made of 
circles drawn through the hand to form a bell. Two or three 


may be set, one inside the other and threaded on wire having a 
wad of yellow crepe on one end to form the center. A calyx of 
green paper is added as a finish. 

Geraniums are made of little circles with scalloped edges. 
Roses are made with large single petals which are curled on the 
palm of the hand with the head of a hatpin. Sunflowers are 
easily made by cutting disks of yellow paper having a deeply 
notched edge to furm the petals. The centers are made by 
cutting disks of cardboard and covering with brown crepe paper, 
a little cotton being inserted between the cardboard disk and the 
paper to form a rounded pad. i 

Fruits may be used as a decorative material and at harvest 
and Thanksgiving time are particularly appropriate. Corn- 
stalks are easily imitated for decorative purposes and are cleaner 
than the real thing in the window and can be shown green 
instead of all dried up. Take a wooden stick or branch cleared 
of all its laterals about five feet long. Start at the top and wind 
on green streamers of crepe paper with pointed ends. Use several 
shades of green, starting with the lightest at the top and ending 
with the darkest at the bottom. The ends of the streamers form 
the leaves which are to be bent over into a natural position. 
Ears of popcorn may be used if the corn is to be shown, if not, 
wads of newspaper covered with crepe paper to represent the 
ears can be used. Silk floss may be used in place of the corn silk. 

From these few directions anyone can make paper flowers. 
First study the flower you are to copy. Examine each detail 
and having decided the best and quickest method of procedure 
get to work. 











SHOW CARDS AND PRICE TICKETS THAT SELL MERCHANDISE 
Several Clever Examples of Hand Lettered Cards that Are in Excellent Taste 
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Attention Pulling Shoe Windows---How 
and Why? — 


By HARRY T. JONES, Secretary of The Adler-Jones Co. 


Have you noticed when walking 
in a business street how people stop 
and look here and there? There is 
something compelling—a quiet but 
potent force—that causes this all 
important attention on the part of 
the passersby. Analyzing the sub- 
ject deeper, we find that where 
these gatherings occur are located 
the most successful stores of the 
town. 

But why do people stop at these 
windows? Why are these stores so 
successful? Because they are attractive and the average shopper 
of this day and age, seems to be from Missouri and have to be 
shown. 

Think of what has been accomplished in shoe merchandising 
within the last twenty years. 

I remember my first attempt at shoe trimming. It was with 
five or six twelve-inch boards about seven feet long with possibly 
a dozen pair of shoes on each board, leaving room at the top of 
course for a large red sign “$1.39 a Pair.”” These boards we would 
place outside in front of the windows every morning and how 
they did flock in for the dollar thirty-nines. 

The windows we never thought of. Just a receptacle for stock. 
Now do you suppose this antiquated method would draw today? 
I should say not. You now have to attract the passers by in a 
different way. The question is how. First give the old front a 
sleigh ride with a brand new coat of paint, don’t leave it to the 
painter, but select a color that is going to harmonize with the 
general surroundings. Next tackle the windows, the greatest 
little asset in your store,—give them a coat of light paint and 
ofcourse, you have a background for your window. Cha'nces 
are it’s either mahogany, mission or oak, probably all scratched 
up and full of nail holes. How about having that painted a nice 
French gray or a putty color? Nothing better for shoes, and 
it can be repainted from time to time. Next is the floor—be 
sure and get something nifty. What’s it going to be? Carpet, 
get a shade a little darker than your background—if parquette 
floor, have it of light wood. If you want to paint the old floor a 
very dark gray, almost a black, make a pad of plush leaving 
about a foot margin of floor showing all around. Delf blue goes 
well with gray. Now then, the window looks pretty good doesn’t 
it? But what are we going to put in it? Are, we going to get out 
the old broken fixtures you bought when you opened up ten 
years ago? I guess not—you are going to give them a brand 
new outfit, so get it. Why? Because you are making a 
famous drive to attract customers to yourstore, and you are 
going to do it through this window. 

After the fixtures are purchased are you going to stop? No, 
your competitor in the next block has something besides all this 
newness and neatness. He has “The Spot” (some color or splash 
of color) that will attract the-eye for the moment, after which 
your merchandise must speak for itself. Here is where the use 
of artificial flowers will add to your day’s sales. Select these with 
judgment, taking into consideration your surroundings, color 
schemes, seasons and most of all your merchandise that is to be 
sold. 

A background piece, a vase. of flowers, a decorated basket or 
two set among the shoes cannot but help to attract. In these 


HARRY T. JONES 


times when manufacturers are so restricted to colors and to 
lasts, something besides merchandise should be shown. 

Our government, the best business corporation in all the world, 
has recognized the wonderful results obtained through window 
displays, and has a department organized to do this very thing, 
namely—distribution of propaganda through this medium. 

My twenty-five years of window trimming experience prompts 
me to offer in conclusion this advice—don’t neglect your windows, 
they are your greatest business getting medium. If you areina 
position to have an experienced man do your trimming, by all 
means employ him. Many merchants, I find, are themselves good 
trimmers after careful study of color effects, background ar- 
rangements, grouping, etc. 

I will gladly aid readers who wish to consult me on window 


trimming questions. 


And She Kept on Smoking 


“Aunt Chloe, do you think you are a Christian?” asked a 
preacher of an old negro woman who was smoking a pipe. 

“Yes, brudder, I ’spects I is.” 

“Do you believe in the Bible?” 

“Yes, Brudder.” 

“Do you know there is a passage in the Scripture that declares 
that nothing unclean shall inherit the kingdom of heaven?” 

“Yes, I’se heard it.” ; 

“Well, you smoke, and there is nothing so unclean as the 
breath of a smoker. So what do you say to that?” 

“Well, when I go dere I ’spects to leave my breff behind me.” 








A little table on which is displayed all the various kinds of 
white polish carried in the findings section was the means by 
which one store sold many a package of polish that otherwise 
would not have been sold. 





An Irishman walking through a cemetery came to a tombstone 
upon which were engraved the words “J still live.” 
“Be gorra,”’ said he, “if Oi wor dead Oi’d own up to it!”” 





Many an extra dime can be picked up in the repair department 
by suggesting that toe plates do not show or make noise but add 
to the wear of the shoe. 





“Do you carry men’s belts?” ‘No, the haberdashery across 
the street keeps them.” And so another sale and another profit 
was lost. 





Al the office boy says—Pete d’ dago polishes up his apples— 
dey sell better. How about “polishing up” your store front. 





Do not neglect leather novelties in your Findings Depart- 
ment—they make for increased profits. 





Garters are worn by every man who wears socks. Do you sell 
both? 





Your Findings Department is ““The House of Necessities.” 





Make your store front one of the “‘can’t-get-by-it” kind. 
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*Write your name and address and 
the name of your findings jobber 
on the margin of this ad. Then 
tear it out and mail to us for 
Special Free Offer. 


Pfister & Vogel Leather Co. 


‘HUBTIP "2 


Make the name of your store 
mean “Satisfaction Guaranteed” 


Do you bank on the re-order from customers satisfied? 
It is the most profitable, easiest-sold business that comes 
into your store. But when a customer comes back to you 
with a pair of cracked and discolored shoes—the result of 
excessive perspiration—shoes that you sold only two or 
three weeks before—how do you go about it to replace the 
natural dissatisfaction with satisfaction? There is one best 
way to accomplish this purpose—sell 


PEV ShoePowder 


It neutralizes the acids of perspiration, destroys the bacteria, 
and removes the odor. The best shoe made cannot stand the 
effects of excessive perspiration and the results are invariably the 
same—hard, lifeless, discolored leather, which is bound to crack. 
P & V SHOE POWDER prevents this. 

This is Our Special Free Offer—Accept It Today 

We will ship you the two dozen 25c. cans P & V Shoe Powder, 
packed in our attractive three-color display stand, and one dozen 
samples for free distribution with 50 colored circulars, all for $3.50. 
Your profit on this is $2.50, the satisfaction of your customers and 
your freedom from complaints. 

Let the Tanner help you in your shoe leather troubles. 


Milwaukee, Wis. 








SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 


BEST BRAID 
No Metal Tip to pull off or fray out. 


BEST TIP 








No Metal Tip to wear tinny. 


HUBTIPS always stay on the lace. 


Women’s or Men’s 

27 in. per gro. Strings .. . .$2.75 

oS es ae aac 
4.80 

5.25 

F ASSORTMENT CABINET 


Men’s 63 in. per gro. Strings.. 
7) 72 “oe e 7) “ 





48 peir 36 in .........:. ? 

PO oe a eas f $3.50 
E ASSORTMENT ‘CABINET 
96 pale 86 ie....... fis. 

360° 45"... f $8.60 


FRANK W. WHITCHER CO.-- 





Women’s or Men’s 








Men’s 

36 in. per gro. Strings .. . .$3.35 45 in. per gro. Strings. . . $3.80 
40 “ oye 5 eee 4.30 
G ASSORTMENT CABINET D ASSORTMENT CABINET 
36 pair 36 in........... ae ab deena 93.78 
Shr Ldeepreente: } $3.65 i a gee ’ 
12 RR 5 oat att 
A ASSORTMENT CABINET 

36 pair 36 in........... ORDER A TRIAL CABINET 
0° BO .. cis } $3.70 wit 

me. %. 88" cate COUNTER DISPLAY EASEL 





Mfrs.--Boston and Chicago, U.S. A. 
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X2702 

Mahogany Russia 
9-inch Polish, Low 
Heel, B, C, D Widths. 





X2461 
—Havana Brown Vici 
9-inch Polish, Brown 
Cloth Top, 1 1-2 inch 
Military Heel, B, C, 
D widths. 

Price, $3.85 
X4113 


Same in Mahogany 
Russia. Price, $3.60 







Price, $4.00 
X2543 
Same, 8-inch, D wide. 
Price, $3.85 


New Fall Boots 
Ready Now and Priced Right 


OU’LL have to go a long The same thing applies to 
way before you find any- our whole new line for Fall 
thing like the value in these and Winter—better values at 


two styles — at the price. truly reasonable prices. 


If you are not on our mail- 
ing list, better write us for 
money. a copy of our Fall catalog. 


They look worth more 


Parker-Holmes & Company 


Boston, Mass. 


“The House That Helps’ 
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SSgSEIT 
&o Shoe 
“MAKES LIFES a eas¥® 


Crossett In-Stock Styles 
For Fall and Winter, 1918-1919 


re cl a i Se ae ee 
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troubles of the present-day 
manufacturer. 


IFTY styles in stock 


4) 
, 
"A 

1) 
+ 
4) 
w 
o 

u 


99 29 £0 99 £0 £9 


MELELE 


ready for immediate 
shipment. 


As the war continues it is 
growing increasingly diffi- 
cult to give that service 


which CROSSETT custom- 


ers have come to expect. 


No need to go into details 
as to reasons why. You 
know the difficulties as well 
as we—shortage of first- 
quality materials, freight 
delays, scarcity of labor, 
and all the other condi- 
tions which go to make up 


We do want to reassure you, 
however, that as far as 
possible our organization 
is overcoming these handi- 
caps and will supply you 
promptly this season with 
shoes that you can sell with 
confidence. 


Our stock catalog will be 
ready for mailing early in 
September. If your name 
is not already on our mail- 
ing list, send for your copy 
today. 


03 08 6S 08 BS OS BS US B9 OS BF UF BS OS BS OS BS OS BR BS OS BF BS BS BPS BS BS BS 1S OP OF BS OSB OS TUS BT SWS ISB IS IEW BRBRRR RR 
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LEWIS A. CROSSETT, Ine. 


NORTH ABINGTON, MASS. 
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True To Its Name 
: STANDARD KID 


Is Standardized 


































































































Don't Be Stung By. 
The Dope Bug! 


“DOPED” finish on a colored kid skin looks 
A all right at first, but it doesn’t take many days 

of service before the dope finish and coloring 
wear off and then—customers’ complaints galore. 




















Be sure you specify and get in your colored kid shoes 
a safe and sure leather like 


STANDARD KID 


Nothing but pure Aniline Dyes are used in its pro- 
duction—dyed through and through the skin. — 




















The finish is always permanent—always STAND- 
ARD. 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored 
Glazed Kid and Patent Kid 


207 South St. Boston, Mass., U. S. A. 


Factory: Wilmington, Del. 
AGENCIES: 
CHAS. A. BRADY, Rochester, N. Y. F. W. BAILEY & CO., St. Louis, Mo. 
GEO. A. McGAW, Chicago, II. 


































































































TANDARDKID 


TRUE TO ITS NAME 
“IT'S STANDARDIZED 
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Stock No. 197 


Stock No. 176 





All Stock Shoes Made Strictly 
‘According to U. S. Government 
Regulations 











Two New 


Cordovan Shoes 
In Our Stock Dept. 


Ready to Ship Sept. 15th 


We expect a heavy demand for 
these shoes and invite you to 
send in your orders early so that 
you can have the shoes on your 
shelves early. 


For Quality and Style these two num- 
bers are second to none and your line 
will not be complete without these 
shoes being represented. 


Send for a sample pair and see just 
how good they look. 


Stock No. 197 


Hi-Cut Cordovan, Officer’s Blucher 
Bingo Last 
Bellows Tongue, White Fibre Slip Sole 
Widths A to D Sizes 5 to Ll 


Price $8.00 


Stock No. 176 


Cordovan Brogan Bal 
Lapped Heel Seam 
Over The Top Last 
Widths, A to D Sizes 5 to ll 


Price $7.25 


The In-Stock Department 


opens for its busiest season, with the same ~ 


reliable quality of shoes that you have been 
accustomed to receive in the past—Further- 
more we fully expect to have shoes enough 
on hand Sept. 15th to fill all orders promptly. 


The New Fall Catalogue uill be mailed Sept. 10. 


Ij you are not on our list we invite you to send in 
your name. 


E. T. Wright & Co., Inc. 


Rockland, Mass. 


BOSTON 
183 Essex St. 


NEW YORK 
Marbridge Building 


PHILADELPHIA 
1215 Market St. 


DETROIT 
Wash. Arcade 


SAN FRANCISCO 
Pacific Bldg. 
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Buy Them Right In 
Case Lots — Fill In 
Vacant Spaces On 
Your Shelves 








Boys’ and 
Little Gents’ 
School Shoes 


STOCK No. 


No. 4001—Boys’ Gun Metal St. Fox Blucher, Mat 
Side Tops, Full Toe. Sizes, 1 to 5% 


No. 4001—Little Gents’ Gun Metal St. Fox Blucher, 
Mat Side Tops, Full Toe. Sizes, 9 to 1314.. 1.80 


No. 4002—Boys’ Gun Metal Bal, English Last, Mat 
Side Tops, Eyelets to Top. Sizes, 1 to 5% 2.25 


No. 4002—Little Gents’ Gun Metal Bal, English Last, 
Mat Side Tops, Eyelets to Top. Sizes, 9 


No. 4003—Boys’ Cocoa Brown Bal, English Last, 
Eyelets to Top. Sizes, 1 to 5% 


No. 4003—Little Gents’ Cocoa Brown Bal, English 
Last. Sizes, 9 to 13% 


This line has one-piece Grain Innersoles, Guar- 
anteed Box Toes 


Prices net 30 days 


mple Offices 


“saree WICTOR SHOE COMPANY “22s, 


708 Central Bldg. 
Graham Molde. 
— ated Ave. SALEM, MASS. Mid North ath St 
In Stock Department, 212 Summer Si., BOSTON norton, va.. prey 


Louisville, Ky., 
22 Kenyon Bldg. 114 W. Plume St. 


Sold in case lots only 





alll 
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Shoes That Are in Demand 
by Your School Trade 


SCHOOL GIRLS’ SPECIALS SCHOOL GIRLS’ SPECIALS 
Sold in Regular Dozens Only ‘Sold in Regular Dozens Only. 


2856 - - $3.25 2860 - - $4.00 


Dongola Vamp Glazed Cabretta, 9 in. Chocolate Brown Side, -9 in. Top Lace 
top lace McKay, B to D, 3 to 7. McKay, B to D, 3 to 7. 


2859 - - $3.25 2847x - - $3.35 


Same as above only Gun Metal Vamp. Same as above in Brown Cabretta. 


HARRY M. HUSK SHOE CO. 


327 W. Monroe Street 
CHICAGO, ILL. 


Frank H. Taylor, On the Coast—H. C. Marxmiller J. D. Carroll 
302 Caswell Block Los Angeles, Cal. and San Francisco, Cal. 535 Ridge Building 
Milwaukee, Wis. Angelus Hotel St. Francis Hotel Kansas City, Mo. 
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SSIOLS 


THE AMERICAN STANDARD IN MERCHANDISING 


t ’ 


Merchants controlling the exclusive sale of 
“Queen Quality” shoes in their communi- 
ties realize the great advantage of the 
“Queen Quality” brand and the continued 
appreciation which the public will attach 
to it in future. 











The established Trade Mark, nationally 
known to consumers as the standard of 
authentic style, honest service and money's 
worth, brings ready-made business to the 
store with the “Queen Quality” sign in the 
window. 











LLL 





BOSTON SHOE STYLE SHOW 


TYPES OF STYLES 








Typical of the practical and approved ‘‘Queen Quality” 
in-stock styles bor Fall and Winter, is this 15/8 Cuban 
heel boot, made in Cherry Calf, Tobasco Calf, Gun-_ 
metal Calf or Black Kid. 


The character and fit of “‘Queen Quality” 7 
famous shoes is suggested in this photograph 
actresses: §~— THOMAS G. PLANT COMPANY 

















TT 
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SIIOLS 
EVERY STYLE WITHIN OFFICIAL LIMITATIONS 


Merchants can rely on ‘Queen Quality” 
famous shoes as proper styles to buy. 
Every “Queen Quality” style is a patriotic 
shoe to sell. Styles in stock are fully 
shown in the new Fall catalog now ready 
for mailing. 


CARRIED IN STOCK 





Another type of “Queen Quality” styles in stock is 
this boot with leather Lou's heel, made in Cher 
Calf, Black Kid, Tobasco Kid or Patent Colt wit 


Mat Kid Top. 


BRANCHES: s 
BOSTON NEW YORK cHicago asa 


“Queen Quality” styles for Spring represent, 
as always, maximum safety in merchandis- 
ing. These styles, now being shown by our 
salesmen throughout the country, meet 
every requirement of the Government, the 
trade and the public. 








‘sgh ee 





This beautiful figure, emblematic of the spirit 
oj merica, typifies “* nm Quality.”” In 
style, service and value, “‘ nm ity”’ 
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E are pleased to announce to 
the trade that our COLORS, 
909 and 808, conform to the Government shade 
regulations, and we are booking large orders 
for the coming season on both of these shades 





J. S. BARNET & SONS, Ine. 
Tanneries at LYNN, MASS., U. S. A. | th 


Salesrooms, 75 South Street, Boston, Mass. U. S. A. 
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COMEONE has said that Fashion 
is ridiculous at two stages of its 
existence—at its birth and at its 
death. 


The profitable line of shoes is the one 
which takes this fact into considera- 
tion. It is not designed merely to 
offer ‘‘something different,” nor yet 
waits until a design has been so 
thoroughly established that it no 
longer has novelty. 


The LINDNER line includes the 

styles that are well on their way 

toward legitimate popularity. It 

places them on your shelves 

long before the crest of such 

popularity is reached. It is 

a most profitable line to- 
‘know. Do you know it? 
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CARLISLE, PA. 
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This is a material designed to 
meet the present requirements of 
the shoe merchant—furnishing 
the basis for a shoe of quality 
and style at a reasonable price. 


Excepting under the closest inspection 
the fabric has every appearance of 
leather and it 
eliminates the 
objection to the 
bulky appearance 





of genuine buck- 
skin. Wovenbuck 
hugs the foot, 
making a_ trim, 
stylish and neat 
appearing shoe. 


Its reasonable 
price makes it 
doubly attractive. 
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WISDOM 


Wisdom dictates that due 
to the necessity for economy, 


shoes will be demanded at 


reasonable prices. 


Also that conservation of 
leather without sacrificing 
appearance or wearing qual- 
ity is essential. 


Both of these results are 
secured by using 


WYCLO 


“ The Shee cloth of many merits” 


Made in white and colors. 


HENRY 2 CO., 


NEW YORK_ 
Boston St Louis Rocheste:> 
Haverhill Philadel phia 


Toronto, Can. 
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GRIFFIN MFG.CO. 


69 “vee 
NEWYORK USA 





LOTION CREAM in 
light tan and dark brown, 
black and white. Softens, 
polishes and cleans high 
grade tan and brown and 
black leather boots and 


shoes. 


puttees, too. 


It is useful for 
8 os. (25- 


cent size) $20.00 gross, 


$1.75 per dozen. 
pint 30 cents each, 


Half 
$3.00 


per dozen. Pint 50 cents, 
quart 90 cents, half gal- 


lon $1.60 and 
$3.00. 


EEG 














SUACE Kip SHOES 


SOFTENS THE LEATHER 
AFTER THE RAIN‘ 
GRIFF! IN MEG..CO. 
NEW YORK,US.A 








CLEANS, SOFTENS AND POLISHES 


y Vg 
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CLEANERS 
DRESSINGS 


FOR 


PRESENT-DAY 
SHOES 


OF COURSE 


ad 


THEY 
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ARE 


CLEANS AND WHITENS EQUAL TON 


NUBUCK BUCKSKIN, SUEDE.CANVAS, LINEN, 
YACHTING,TENNIS AND NAPPV b EAIMER ig 
DOES NOT COVERTHE DIRT OVER,SUT CLEAN 


GUARANTEED NOT TO STIFFEN on 
HARDEN THE LEATHER OR CANVAS. 


Lr 


WHITE OULL KID 
RECOMMEND 














ada en 


69 MURRAY ST. 
N.Y. CITY U.S.A. 














GRIFFIN 


SEASONABLE, SALABLE AND PROFITABLE— 
AND—THEY ARE SURE TO PLEASE YOUR 


CUSTOMERS. 


GLACE KID 
CREAM in black, 
light and dark 
gray, brown, 
champagne, ivory 
and white. Cleans, 
colors and polishes 
all glazed kid 
leathers. This 

the 


cream to 
leather what cold 
cream is to the 
skin. 3 oz. (25- 
cent size) $20.00 
gross, $1.75 dozen. 
Ask your jobber. 
If he can’t supply 
you, we will. Sam- 
ples free 
quest. 


on re 








WHITE KIDINE, a 
thorough white cleaner 
for white kid and calf 
shoes, white gloves and 
belts. Leaves leather soft 
and pliable, and is not 
inflammable. Supplied in 
two sizes. Small (15-cent 
size) $13.80 per gross, 
$1.20 per dozen; large 
(25-cent size) $21.00 per 
gross, $1.80 per dozen. 


BUCK WHITE 

CLEANER 
A thorough white 
buckskin and can- 
vas cleaner, not a 
whitewash. Will 
renovate equal to 
anew. l5c size $1.20 
dozen, 
gross, ‘25e- size 
51.80 dozen, $20.50 
gross. -_ size in 
neck 


$13.80 


Sa 


‘GRIFFIN pa 
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Large, well | f/; bat Headquarters 
lighted shoe i Cy ee Chicago Shoe 
sample a ~~ Travelers’ 
rooms <8 Ste Association 


IN the CENTER of SHOE ACTIVITIES 


HE MORRISON—The Hotel of Perfect Service—is the logical headquarters for the 
shoe trade. Merchants are near the wholesale district. Manufacturers and sales- 
men are near the retail center. You're right in the heart of the loop when you 
stay at the MORRISON. 

Rates $2.00 up, with bath, circulating ice water, and the most modern com- 
forts in every room. Make it a point to stop at the MORRISON—where the shoe 
trade feels at home. ’ 


| | Morrison Hotel 


Clark and Madison, Chicago 



































Cfine Styles” 








fol of Salability 


No. 445 


Price $6.00. Brown Kid Price $6.00. Juaee fis rice $7.50. avana 
Bal i, Welt, 11/8 Cuban Bal, Welt, 15,'8Lea Lxv Brown Kid Bal, Welt, 
Hee! ‘l, Imitation Tip. Heel (Aim m Plate) 18/8 Covere d Lxv 
Widths AA/D. Imitation Wing Tip. Heel, Imitation Tip. 

Sizes, 2} /8. Widt he ‘AA/D. Widths AA/D. 


Sizes, 24 /8. Sizes, 21 /8. 








= 





























=. = 
AG 





| 3 | [ , > 

mu f; 

JA hh | 
mH | 


i mt Mss iff 


G4 
A \ Wz rs LQ ' 
oa EZ Y\ IRE fp 
a, \ 4 
IN STOCK -E SG 
¥ > 0 } . 
-* ] * 
Yi ¢ \ 


Ready for Immediate Delivery 


ZARIEN\, 
<HARRISON SHOE> 


Nera 


207 W. Monroe ST. 
CHICAGO 
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“My Sales’ Record Tells Me What 
ave I Can Depend Upe on To Sell” 


FIND that ‘GLOVE-GRIP” shoes for. 

men and women lead in sales right along. 

It is easy to account for this. People appre-. 

ciate shoes that fit snugly. Exclusive features 

of construction make ‘GLOVE-GRIP" shoes 

most comfortable. Then, men and women 

want style and in this they are never disap- 

. « pointed..when they buy ‘GLOVE-GRIP” 
shoes. _My orders are frequent and the fac- 
hips. at once. In this way | tum my 


Vy ees gure the year,” 

























SHOE PRS. 


i- 


















Be oe wen ok lator 
~ volume. We have planned 
render better service to 





ion. || | GLOVE-GRIP 
| TUES. | GLove. GRIP¢|| 
WED. GLOVE-GRIP | jn 7 t 

. || GLOVE- GRIP } 21 
|| GLOVE-GRIP 


1? 23 § 
OVE-GRIP 
















i 





IN STOCK: 


Model 807. Women's 
“Glove-Grip” 8-in. 
Boot. *Tobasco Brown 
Kid, Im. Straight Tip, 
AA, 48; A, 3-8; B,C, 
248. ‘ 


PRICE $8.00 

























M. N. ARNOLD SHOE CO. 


NORTH ABINGTON, . MASS. 
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Of Course=—They’re the Real 


Seaded Tip 


‘* A ND I can doa good job of it.’’ For the vea/ Beaded Tip Laces 
surely are strong laces. But that’s only one of the things that 
has earned for * i their reputation as America’s Supreme Shoe 

Laces. The Tips positively won’t pull off. You get full length, 

beauty and fast color. Years of lace making gives us the *‘ know- 

how’’ which guarantees to you what is unquestionably the best shoe 


lace on the market today. 
Look for the Trade-Mark—BEADED 


Then you’ll be sure of getting 
quality, not claims for quality, 
but that genuine quality that 
comes in every pair of the origi- 
nal Beaded Tip Laces. The 
dealer who is really proud of 
the goods he handles sells Beaded 
Tip Laces—the real Beaded Tip 
Laces with that trade-mark BEADED 

ia y wiiso N oe on the wrapper. 

ALITY (Beaded ip SHOE LACE 

UNITED LACE & BRAID MFG. CO. 

ORIGINATORS AND SOLE MANUFACTURERS 


Auburn, Providence, Rhode Island 
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—PATRIOTISM DEMANDS 
A Strict Adherence to 
Administration Rulings 





—It should be no hardship to 
temporarily modify the tendency 
toward extravagant styles, if this 
modification will succeed in bring- 
ing the end of the war one day 
nearer. 


War Styles That Are Really Stylish 


youu be surprised to discover how much 
dainty, eye-appealing style and snap we 
have been able to put into our newest 


McKay Sewed Boots and Low Cuts 


These shoes are designed to add to the at- 
tractiveness of milady’s dainty feet and are 
built to retail at decidedly moderate prices. 


—Let us know your requirements and we will 
gladly make you quotations on quick deliveries. 


MITCHELL-CAUNT CO. 


FACTORY, LYNN, MASS. BOSTON OFFICE, 72 LINCOLN STREET 



































































Keep Your Liberty Bonds 


OLD to that bond. You invested to help send the boys 

across. They are over now, at grips with the German 
monster. You expect them to hold on—hold on till the last 
vestige of autocracy is crushed out of him. Then you, too, 
must hold on—must keep your enlisted dollars invested on the 


fighting line. 

It isn’t the hooray of a campaign that wins a war. It’s 
the will to hang on, to make sacrifice today, that. tomorrow 
may bring victory. , 

And your investment. Those bonds are the safest, investment you ever 


; ‘ $: _- 
made. Don’t be lured into exchanging them for the “securities” of some 
suave get-rich-quick operator. Big returns may be promised, but the bigger 


the promised returns the bigger the risk. 





If you have to have money, take your bond to any bank and use it as col- 
lateral for a loan. There is no security the banker wotild rather have—noth- 
ing on which he will lend more willingly. Z 

Don’t use bgpds to buy merchandise. The average merchant, accepting 
your bonds in ‘trade, sells them immediately, thus tending to lower their 
market price and taking away from the buyer of-your bonds the ability to 
lend a corresponding amount cf money to his Government. Liberty Bonds 
are meant to help your country at War; are meant for investment and to 
providean incentive for saving anda provision for the rainy day. 


_ Hold fast to your Liberty Bonds. Hold fast for the sake’ of the boys 
“Over There”. Hold fast because it is good business. 


‘UNITED STATES TREASURY DEPARTMENT 


* ie 
Contributed through 
Division of Advertising 


United States Gov’t Committee 
on Public Information 












This space contributed for the winning of the war by 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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Buyers Easy Reference Directory 


A BIG SAVING ON: 
OXFORDS 


Fifty cases stylish black patent leather Oxfords, 17-8 full Louis 
V heels, aluminum plate, ready to deliver. A to D, in case lots. 


PRICE, $3.00 


These shoes cannot be made up for less than a 50. Here’s a 
bargain. How many cases do you want? Be quic'! 
N.B.—A few cases of light and dark tan calf pugs on floor. 


Get our prices. 
Write or Wire 


MALBON SHOE CO., Inc. 


Boston Office --- 117 Lincoln Street 


HAVERHILL 
MASS. 


Ticsctseneiinisinitilinaast tie 
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Original 
Chippewa 
Shoes 


Snappy Lasts 


Black and Chocolate 
In Stock 
Case Lots. All Sizes 


650S—6-inch oak sole, 
Goodyear Welt $4.75 


ORDER A CASE TGQDAY 


CHIPPEWA SHOE MFG. CO. 





CHIPPEWA 
FALLS, WIS, 








DUANE SHOE CO. 


143 Duane St., New York. Factory, Brooklyn, N. Y. 


A NOVELTY IN 
WOMEN’S FOOTWEAR 


Black Suede Boots and 
Oxfords 


Ready for Immediate Shipment 
Scanncguncguscncusncncesssunegnnggggyyo 090220 ssy000seaasssss00099900090= 

















ELIAS BERLOW 


New York Selling Agent 
Tweedie ‘‘Hylo” Boot Tops 
118 West Broadway 
New York 

















in Europe, Asia and Africa? 
Certain Foreign Countries award exclusive trade-mark aged 


tm o tends auane of mute to She Sent coatenes 
allows the piracy o' Paso 


prior use by another. This 
marks in such countries. 
Shoe Recorder maintains a Patent and Trade- 
k Department — — to promptly handle your ap- 
plications for Registration of Trade-marks in all By m=’ Coun- 
tries, oy By -y FF States. Address all Inquiries to 
Boot and Shoe Recorder vrenes and Trade-mark Department, 207 


South St., Boston, 

















PTO Tr 
Coburn We Have For Immediate Delivery 
Trolley Ladders OVE RGAITERS 
are simple, efficient, inexpen- FELT AND CLOTH 
sive, saving time in sales effort. 8, 9 and 10 Button 
Get estimates—send us a rough ian Wanted Shades 
sketch of your store interior, ALSO A SPECIAL LINE OF 
showing shelves to be reached 
and let us tell you the cost. FELT —— — ERS 
Catalogue on request. ? ‘ 
Coburn Trolley Track Mfg. Co. Laing, Harrar & Chamberlin 

HOLYOKE, MASS. 43 N. Third Street Philadelphia 
auanne 
agnnnee 
Absolutely Fireproof 
Trade Marks in Foreign Hotel Chel sea 
Countries third St. at Seventh Avenue 
500 ROOMS SEAN 400 BATHS 
Do you Realize the Importance of Protecting your Forvign ee = rate bath, $200 
Trade y Cuba, Mexico, the South American Countries and also Sui Ny dy = eo pon orig A ang 


Table d’Hote Dinner, 7 up. Cafe attached 
To Reach Hotel Chelsea 
From Pennsylvania om Seventh Avenue car south to 


Twenty-third 
Grand Central, Fourth Avenue car south to Twenty-third 


Reading, Baltimore & O) Jersey 
Valley R. R. take Twenty- 

treet crosstown car east to Hotel 

see Piers foot West Twenty-third Street, 
7 = Street crosstown car. 


LORED MAP OF NEW YORK 
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ACTUALLY WASHABLE 


So ee C8 O82 


THE WHITEST WHITE. 


LEVOR GRAIN KID 


MADE OF CABRETTA SHINS 


ae (Ve el 
ASK YOUR NEIGHBORS 


CAE AYO) Po Of On on 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST. LOUIS: LEATHER EXCHANGE BLDG. BOSTON: I45 SOUTH ST. 
JOHNSON, STEPHENS & PAi TON LEATHER CO. THE G.LEVOR COMPANY 
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Buyers Easy 


Women’s Castor Gra} 
Nubuck, % Louis Cov- 
ered Heel, Simulated 
Tip, Flexible McKay 
Sewed. AtoE, 24to8 


$5.50 
IN STOCK 


122-124 DUANE STREET 
NEW YORK 
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RADIUM 
WHITE 


Does not cover up but 
Ail removes grease and 

dirt from white leather 
shoes and gloves. 
|| Leaves them soft and 
=:"||) whiter with each clean- 
ing, and good as new. 


THE RADIUM DYE COMPANY, INC. 
Kansas City, Mo. 

















SPULUECOGUECOCUEOCUCUROOCERRORRORGREORORORRCCRROEED 











We can put you in touch with the 
big European Buyers of Leather 
and Shoe Supplies. It will pay 
you to investigate this busi- 
ness and the information and 
service which we can render you 


Address BOOT AND SHOE RECORDER 
207 SOUTH STREET, BOSTON, MASS. 


PMITILIT i 
WOUDLOUOUOGUOUORGOODOOUQOUQQOUGORRRORORRRNGGRROREOES 





SUUUEEGEDOOROEGGGOGEOEOS TT 
: ESTABLISHED 1884 


Everything i in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 











‘Wood Block Factory, Newton Junction, N. H. 





Standard = 
fine felt » 


Cos Samples 
"submitted upon 
request. Ask 

sted ale OF- ha-01e) 


fandard Felt Company 


West Alham 
New York, Chic joo og saa ‘rancisco 
U 
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No. 751 
Black Vici Kid, Dark 
Grey Cloth Top, Good- 
year White Welting 


Nine Inches 
18/8 Louis Leather Heel 
C-and D © 


IN STOCK 
$4.85 


. W. T. Holmes Co. 


15 No. 4th St. 
PHILADELPHIA 


SHOE CO. 


100 READE ST. 
NEW YORK, N. Y. 



















A LIMITED QUANTITY AT 
A SPECIAL PRICE 

No. 502—Pearl Elk Scout Bal. 

Keller Rhodes Chrome Sole. 

5 to 8, $1.40 8 to 11, $1.60 

11% to 2, $1.85 


No More Elk Stock 
When These Are Sold 


PROMPT beret ARE NECESSARY 














ngs 


Bancroft Walker Comp: 
Famgus for 


for CLEAN shoes: 
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Ask the Retailer 
that sells them 
About “Standardized” 
All America Shoes 


In stock in these nine Rice & Hutchins Distributing Houses 
The Rice & Hutchins The Rice & Hutchins The Rice & Hutchins 
New York Company Chicago Company St. Louis Shoe Company 


The Rice & Hutchins The Rice & Hutchins The Atlas Shoe 5 er ary 
Baltimore Company Cleveland Company Boston, Mass. 


The Rice & Hutchins The Rice & Hutchins Joseph I. Meany & Co.,I 
Atlanta Company Cincinnati Company Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 




















